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UCCESS was the first to popularize high 

quality furnace construction-—the first to 
prove to dealers that high quality could be sold 
easier if merchandised. 


Success dealers sell a line that is complete and 
above par in features that count. 

They sell better heating with better furnace de- 
sign and construction. 


Analyze Success construction and you will see 
why public favor is switching to Success deal- 
ers-—-you will see why with the Success line and 
Success sales plans you, too, can build a better 
business and better profits. 


Write for the Success catalog 
showing the complete line. 


SUCCESS HEATER MFG. COMPANY 


DES MOINES, IOWA 
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Warm Air Heater Company 








| after session in 


Dowagiac, Michigan, Sept. 26th 
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MR, CARL ROELLE MR. ALEX FRIEDMAN 
Columbus, Nebraska Detroit, Michigan . 























NOTE 


[IN the language of the 
Board, the new 1930 
Premier Sales Plan marks | 





“The Dawn of a New 
Day in the Furnace In- 
dustry.” Details will be 
given progressive Dealers 
by appointment and in 

















the order their requests 
are received. 
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: A MASTER FURNACE 
| —_ 


ADE with every conve- 
nience for the user, and 
with so many points of excel- 
lence that it is easy for the 
dealer to sell. A staunch, dur- 
able, dependable, and econom- 
ical furnace, manufactured 
and backed up by a concern 
with fifty years’ experience in 
warm air heating. 


; 
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NOTICE THESE SELLING FEATURES 
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Roller bearing agitator type of grate 
Upright waist high shaker handle 
One or two-piece double ribbed firepot 


Large corrugated feed section 


Large well-proportioned corset type cas- 
ings with one-inch air space insulation 


Low construction for shallow basements 
Deep well designed cup joints 
Velvet smooth uniform castings 





Large water pan with lock-open cover 

Attractive dealer franchises open in many 
places, send for catalogs and dealer prop- 
osition. 


One-piece seamless radiator with smoke 
and cleanout collars cast on 


Full cast front with expansion joint 


SEND YOUR REPAIR ORDERS TO US 


In November, 1928, this Company purchased from the Receiver for the Monitor Furnace 
Company all of the original master and working patterns for Caloric, Monitor, Kleenaire, 
Big Boy, and Merrimac furnaces, and this is the only company authorized by the courts 
to continue the manufacture and sale of these products. 


Repair parts made from the original patterns is the only way you can be assured of a 


perfect fit. 
Send all repair orders to Marshall 


MONITOR-CALORIC DIVISION 
MARSHALL FURNACE CO. wi@niGan 


MICHIGAN 























Published Weekly by Porter, Spofford, Langtry Corp., 139 North Clark Street, Chicago, Illinois. AMERICAN ARTISAN—the Warm Air 
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sall your purchases from one source 


WISE 
FURNACES 


ELOW is shown the New Wise Steel Furnace. 
A Wise product and a steel furnace having 
exclusive Wise features. Notice the Cast Iron Soot 
Box and Clean-Out on bottom of Radiator—the weak 
spot of steel furnaces eliminated. 







‘THE Wise 20 Series Return 
Flue Radiator has a new Pat- 
ented radiator. Now cleaning the 
radiator is easy. The feed cham- 
ber and the radiator are designed 
so that the fire flues are easily 
gotten at from the upper feed 
up so that all the heat must follow door with the soot falling directly 
the castings to the top before en- into the firepot. Also equipped 
tering the flue. Write for catalog No. 23 with the new Cellular Firepot. 


The WISE FURNACE COMPANY, Akron, Ohio 


WE ARE READY 


WARM AIR HEATERS AND BOILERS 
BUILT OF WELDED STEEL 


Units Designed to Burn Coal-Oil-Gas 


R. W. MENK, Pres. New and Outstanding in Character 
Keep Up Ahead with Rudy 


‘THE Wise Open Dome 40 Series 
with Self Cleaning Radiator is 
even better than ever with its new 
One-Piece heavy Cellular Firepot 
and new Elbow Shaped Collar on 
inside of radiator which is turned 


























HEATING SYSTEMS CORP. 
is now ready to help you do a 
real job of merchandising. 


There is one sure way— 
One profitable way— 
One that has cost much to find. 





If you want to become a Heating Specialist— 
If you want to get three jobs to one as now— 
If you are readyto consider a change from the old to the new— 
Then—you will want to line up with the HEAT-O LINE— 
The latest—The finest—Most profitable plan yet inaugurated. 


HEATING SYSTEMS CORP. 3t1s:‘ii 


When writing mention AMERICAN ARTISAN—Thank you! 
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INSTALL 
A MONCRIEF 
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g You Can 
P<@ Hop To It 


HESE are days when you must make 

every lick count. No time is lost when 
you are erecting Moncrief Furnaces, all 
assembled at the factory before shipping, 
with the edges of sections ground so as to 
go together easily. That is only one ad- 
vantage. There are many others. Write 
for particulars. 


AN 





The Henry Furnace 
& Foundry Co. 


3471 E. 49th St. 
CLEVELAND, OHIO 


Distributors: 


Carr Supply Co., 412 No. Dearborn St., Chicago, Il. 

August Bery & Son, Mack Ave. at Drexel, Detroit 

The Henry Furnace & Foundry Co., Pittsburgh, Pa. 

Frontier Water & Steam Supply Co., 366 Oak St. 
—481 Elliott St., Buffalo, New York 

Johnson Furnace Co., Kansas City, Mo. 

E. A. Higgins Co., 1112 Douglas St., Omaha, Neb. 

Moncrieff Furnace & Mfg. Co., Dallas, Texas 

E. W. Burbank Seed Co., 29 Free St., Portland, Me. 

J. F. Conant, Ry. Term, Warehouse, Troy, N. Y. 

Wilkes-Barre Hdwe. & Steve Co., 18-20 So. Washington 
St., Wilkes-Barre, Pa. 

The Crawford Heating Co., Steubenville, Ohio. 

Stockhoff Supply Co., St. Louis, Mo. 


EASTERN OFFICE 
Room 1306, 11 W. 42nd St., New York City 
E. L. Garner, Manager 


MONCRIEF 


FURNACES 


We supply everything used 
on a warm air heating job. 
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\THIS’ 


Is the Line of Fur- 
x naces that Has Been v4 
Time Tested for More 
Than 30 Years in 
Thousands of Homes / 





Boiler Piate Furnaces 


This is the line of furnaces ys 

that hundreds of “AFCO” 
dealers have used as the 
corner stone upon which 


to build a successful fur- 
nace business. 
This is the line of furnaces 
you too will want to sell 
X when you know all the if’ 
facts. These easy-to-read 
facts will be sent without 


obligation upon request. 
‘ Do it NOW! Pe 


American Furnace Co. 
2719-31 Morgan St. 





St. Louis, Missouri 





Say you saw it in AMERICAN ARTISAN—Thank you! 
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FIGURE IT OUT 
FOR YOURSELF 


then tellus -- Do you want to 
get in on the “Sheer Comfort” 


ipl » “hee ne: ete’ 


Campaign 


» 3 E’RE out to “Split a Million’? among live 


dealers. We say that from the experience of hun- 





dreds of dealers who, in less than 10 months time, 
have handled more than three quarters of a mil- 
lion dollars worth of *‘Sheer Comfort’? Heat Regu- 
lators before a line of consumer advertising had 
appeared. They’ve sold them faster 
than they or we ever dreamed possi- 
ble. That proves that the need and 


want exists. 


9 out of 10 homes need and want 





‘**Sheer Comfort.”’ And here’s why— 

millions of homes burn coal or coke.‘*Sheer Com- 
fort’? Heat Regulator gives home owners with 
coal, coke or gas-burning, warm-air, hot-water or 
steam-heating plants, the same automatic tem- 
perature control over their furnaces that homes 
using oil burners now have. It will save from 20 to 
25 per cent of the yearly fuel bill. 


Frequently it saves its entire cost 


7 
the first year. It’s cheaper to have 
than not to have, for ‘‘Sheer Com- 
> 


fort”? saves health and it saves 


LOA AONE, EAE TE 





money. And it costs only $48. 


Thousands of heat regulators selling for $100 and 
more, have been sold and installed—yet most heat 
regulators are too expensive for the great mass 


market—and that’s where your profits come from. 
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“ 


Starting with the September 28th issue of the 
Saturday Evening Post, we’re telling millions 
of home owners—‘‘Now you can get a heat regu- 


lator for only $48.”’ 


This National sales creating advertising 
campaign will reach,more than 6,750,000 homes 


reading the Saturday Evening Post, the Literary 












Say you saw it in AMERICAN ARTISAN—Thank you! 
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Digest and the American Maga- 
Pod We know that $48 “clicks” 
with the great mass market—espe- 
cially when ‘“‘Sheer Comfort”’ saves 


more than it costs. 


That’s one step in our “‘Split a 

Million’? campaign. Then there are—Helps to 
help you sell—a sales creating window and 
store display that will tie all of this ““Sheer Com- 
fort”? National Advertising to your own store. 
Using this display makes this National Advertising 
your advertising. It’s a silent salesman for you. 
And there’s sales making literature that you can 
cael On your customers and prospects paving the 
way for personal 
calls or inviting 
them to your store 


to see what this de- 


vice willdoforthem. 





Another step is the 
“Sheer Comfort” 3 Minute Demon- 
stration — Demonstrations make sure fire sales 
and this demonstrating kit lets you show your 
prospects in your store or in their home just how 
‘*Sheer Comfort”’ regulates their furnace. You can 
show them the four exclusive ““Sheer Comfort” 
features and how simple it is to install. Its action 
appeals and makes sure fire sales. More than 700 
of these kits are in use with salesmen making 


house to house calls — and are they selling? 


But don’t overlook the most important thing 


FORT 
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heat Regulator 
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in this proposition —there’s 
Adequate Profit—and people 
buy “Sheer Comfort’. Take 
your own pencil and figure wheth- 
er you want to get in on this 
“Split a Million” Campaign. 
‘Sheer Comfort” sells for $48 installed. It costs 
you $22.75 f.o.b. factory. Your gross is $25.25. 
Can you use this profit? That’s only one picture 
of profit possibilities. The other is—can they be 
sold in sufficient quantities to make an interest- 
ing volume of profit? Here’s an answer to that. 
Here’s a dealer in a town of 26,000 population sold 
30 in 6 months. That’s a gross profit of more 
than $757.50 — does that look good? Here’s one 
in a town of 8,500 population sold 15 in 4 months. 
A gross of $378.75. 
Here’s another in a 
town of 26,000sold 47 
in 5 months. A gross 


of $1186.75, not bad. 





You can get your share of this “Split a Million” campaign 
if you get going now. You can get ‘“‘Sheer Comfort” Heat 
Regulators from your regular jobber or direct from the 
factory. They are simple to install—you don’t have to shut 
down the furnace to install it—and now is the time to 
cash in, just when people are conscious of the need. 


Don’t wait—act now—for “Sheer Comfort’’ is 
going to “‘Split a Million’’ among live dealers—get 
the full details of our special proposition— 
write — wire — or use the coupon now— 
get your share of the “Sheer Comfort’’ 


a F A : ” 
Ayflee~ 0. Vicllaeree Campaign 


H. M. Sheer Co., 213 Hampshire St., Quincy, Ill. 
How do I get my share of your “‘Split a Million” Cam- 
paign. What’s your special proposition? 











Say you saw it in AMERICAN ARTISAN—Thank you! 
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4 to 6 jobs a day—one man—powertul—kght. 


Furnace Cleaners will have no idle 
moments for the next two months. Will 
you share their harvest? 


Home owners all demanding 
hurry-up service; October’s Fire 
Prevention Week has been an 
alarm clock for the slow boys. 
Dirty furnaces and soot-choked 
flues are real fire hazards and the 
red peril must not menace their 
homes and loved ones. 


One man, with a light, compact 
Super Service Cleaner, can easily 
handle four to six jobs a day; more 
at a pinch. Each bringing in $7 

~ to $10 gross. 


Belated repairs will boost the 
total amazingly; new furnaces are 
imperative in many cases and you 
get first-hand information. 


Our free Plan Book is full of 
helpful tips on soliciting this busi- 
ness—and on how to check up 
solicitors. 


Write us today about the Super Service. 
Its price is reasonable—and on easy terms, 
if you want them. 


The NATIONAL SUPER SERVICE CO. 
816 Lafayette St. Toledo, Ohio 








Helps Increase Your Sales 


Every warm air furnace owner in your 
territory is a prospect for Furblo — the 
quiet, efficient furnace blower. Operation 
cost low—and it can be installed on old or 
new furnaces. Quiet in operation, Furblo 
does not interfere with free gravity circu- 
lation of air when not operating. 


Let us tell you more about this oppor- 
tunity for increased sales. Write for de- 
tails, prices and discounts. ‘ 


LAKESIDE COMPANY, Hermansville, Michigan 


Furnace Blowers in all sizes—for large or small jobs 























The 
AUERISTOCRAT 


of all registers, combining air capacity, 
decorative and concealing features. 


Designed to conform with the Stand- 
ard Code so they fit all standard boxes. 


Auer Patented mechanical features 
make it perfect in operation,—quick 
and easy to install. 


Auer’s Save Hours and Dollars 


The AUER REGISTER CO. 
Cleveland, Ohio 

















When writing mention AMERICAN ARTISAN—Thank you! 
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Sponsored by 


THESE AGGRESSIVE DISTRIBUTORS 
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Manufacturers 


STEEL SHEETS - TIN PLATE - TERNE PLATE 
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Indianap PEFTSBURGERA. sep. 19, 1929. 
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Clean and neat. One roll just fits 412-414 N S Wann Ai 
the hand. wnemar ¢ ri ORTH Deg TMs SuPpuies 
. ce STREET 








Se coe ae Stcenenes ‘cae conveewen oree trea, 


ne ers 3 








€> SG THAT, memes mene 
Oy Se 
COPPER BEARING 142 142, (SIN™ Tantn Sraeer 


Manufactured by 


SALL MOUNTAIN COMPANY 





coo--------- OO — 

ALSO manUnec ane OF 176 W. Adams Street | re Moura Seago, ae 
: ampies oO ipe 

{ MILLBoaRD CHICAGO | Joint "Tepe end Asbastes Elbow Seomeente. , 

ASBESTOS } prpE COVERINGS ILL. ee oe rere 

| CEMENTS, ETC. | t 


Say you saw it in AMERICAN ARTISAN—Thank you! 
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HOT WATER HEATERS 


HIS well known heater is 
more popular today than 
ever before. Made in 4 sizes. 
Small sizes for heating do- 


mestic water, large sizes for SMITH’S 
heating distant rooms with LITTLE 


Hot Water Radiators. 

Size 3 is 12 in. high, 12 GIANT 
inches wide with capacity for 
150 ft. radiation. Write for 
prices and circular.today. We 
make a complete line of Water 
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The New N 92 Baseboard Vent 











Write 








Heaters for making combina for 

Warm Air and Hot Water catalog 

installations. today 
ALAMO HEATER CO. 

6143 Wentworth Ave. Chicago, Ill. 
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REGISTERS 


WHEN you order wood registers 
be sure of getting the best by 
buying these famous wood faces— 
Known as the finest 
for over 21 years 
They add extra value without eztr3 


cost. We make nothing but Wood 
Registers and only the best. 


Write today for catalog 
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. Do and latest price list. 
TEREEESEEE EET) The AMERICAN WOOD 


Mt 
THT REGISTER CO. 


Plymouth, Indiana 























Established 


CHICAG 


FURNACE Pip 
AND FITTINGS 


Our New Self-Locking Double Stack 


THs new design is the result of over 25 years’ 
experience in making good Furnace Pipe. 
When the new Chicago stack is put together it is 
put to stay and it is extremely easy to erect. 


The more you know about good furnace pipe the 


1902 


“CEM” 


Adjustable 
RADIATOR SHIELDS 


Think of the convenience of any cus- 
tomer with any size radiators being 
able to select right out of your stock 
the right size and color of “GEM” 
Adjustable Radiator Shields to suit his 
requirements. The “GEM” Adjustable 
feature and assortment of five hand- 
some colors make this possible. 

; Gold-Bronze, Walnut and Mahogany Wood Grain 















































finishes for dark interiors. 10 popular sizes ad- . : r ° 

justable to radiator top widths, 6” to 13”; more you will appreciate Chicago Pipe. Ask 
lengths, 11” to 65”. Retail at $5.00 to $8.00. about this improved pipe today. 

Beh & Co...1140 Broadway, New York, N. ¥ Write today for our Catalog No. 21, illustrating and 












describing Furnace Pipe and All Furnace Supplies. 


CHICAGO FURNACE SUPPLY CO. 
1276-78-80-82 Clybourn Ave. CHICAGO 


ENDER NDE ¢ wc ceees cists gree comrne 
RIGISiERSs 


IRON AND WOOD 
VENTILATORS - GRILLES 


} STOVE PATTERNS 


QUINCY PATTERN COMPANY 
ANY SIZE - ANY FINISH 


QUINCY, ILLINOIS 
Ask for a copy of our New Catalogue 


Independent Register & Mfg. Co. P A T T E R NX S 


FIRST-CLASS 


VEDDER PATTERN WORKS “"i:"° TROY, N.Y. 


Buy from your jobber 
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TH enlightening your trade 
on the subject of better warm 
air heating. 


Most home owners haven’t even 
heard of such a thing as a 
furnace fan and yow’re all set 
for the biggest surprise in your 
life when you see how much 
greater interest folks take in 
warm air heating when you 
bring the FAN idea to their 


attention. 


The Robinson Heat Distributor 
will appeal to them because it is 
logical, efficient and installed 
without great expense. 


Install a Robinson on a bonnet 
and put this attention getting 
display in your window NOW. 
More and more dealers are learn- 
ing that selling the Robinson is 
the way to give their trade better 
warm air heating — WITH 
MORE PROFIT TO THEIR 
BUSINESS. 
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WRITE TODAY TO 
THE JOBBER NEAR- 
EST YOU FOR FULL 
DETAILS AND PRICES 


BAKER-PAYNE-VOYE CO.,..Boston, Mass. 
THE BECKWITH CO.....Dowagiac, Mich. 
BERGSTROM MFG. CO. .Neenah, Wisconsin 


CARR SUPPLY CO.........:... Chicago, Ill. 
DAYTON-HESSLER CO.....Syracuse, N. Y. 
DEMMLER BROS. CO...... Pittsburgh, Pa. 
DOWAGIAC STEEL FURNACE CO.. 

os abotcesiecdationaanatnd Dowagiac, Mich. 


FARRIS FURNACE CO.....Springfield, Hl. 


Cc. L. FEATHERSTONE FURNACE 
Git bs weds aecaeeeesested Spokane, Wash. 


FOLLANSBEE BROTHERS CO., Pittsburgh, 
Rochester, Cinéinnati, Memphis, Detroit, 
Indianapolis, Milwaukee, Louisville. 


FLORAL CITY HEATER CO., Monroe, Mich. 
FOX FURNACE CO............ Elyria, Ohio 
HEATING & SUPPLY CO., Pittsburgh, Pa. 


HENRY FURNACE & FOUNDRY CO., Cleve- 
land, O.; Indianapolis, Ind.; Pittsburgh, Pa. 
M. K. HOKE ESTATE......Manheim, Pa. 
HOMER FURNACE CO....Coldwater, Mich, 
IDEAL FURNACE CO....... Detroit, Mich. 
INTERNATIONAL HEATER CO., Utica, 
Chicago, Cleveland, Nashua, New Hamp- 
shire, Longbranch, N. J. 
KALAMAZOO STOVE CO., Kalamazoo, Mich. 
KELLEY-HOW-THOMSON CO 


vk és Rae ase 5 WANE Re We awe 6's Duluth, Minn. 
KELSEY HEATING CO.....Syracuse, N. Y. 
W. E. LAMNECK CO....... Columbus, Ohio 


LENNOX FURNACE CO., Inc., Syracuse,N.Y. 
LENNOX FURNACE CO. OF CANADA, 

Ltd., Toronto, Ontarie & Winnipeg, Man. 
THE MAJESTIC CO...... Huntington, Ind. 
MAY-FIEBEGER CO., Newark, 0.; Akron, O. 
MIDLAND FURNACE CO., Columbus, Ohio 
MONCRIEF FURNACE CO....Atlanta, Ga. 
NEW IDEA FURNACES, LTD.. 


es nceetacadaeaeetaden Ingersoll, Ont., Can. 
THE OHIO SHEET METAL & MFG. 

SW sic cwcaxondecat ties raeken Dayton, Ohio 
J. M. & L. A. OSBORN CO.., 

bane cedelase Cleveland, O.; Buffalo, N. Y. 
PEASE FOUNDRY CoO., Ltd., 

co she aed tale Toronto, Ontario, Canada 


PENINSULAR STOVE CO....Detroit, Mich. 
PORTLAND STOVE FOUNDRY co. 
CKRMRAA ERM nA el T ae eo ag — 


ae & BOYNTON 
York, Chicago, Boston, Philadeiphia. 
Buffalo, Minneapolis, Newark, N. 


THE SCHILL BROS. CO...... sellin oO. 
SUCCESS HEATER MFG. CO............ 
Seen rans nie ek bec cea Des oo Iowa 


WESTEEN STEEL PRODUCTS C 
2948s eres vaevemenbee redpea’ Duluth, Minn, 


GEO. F. WHEELOCK CO., Birmi’gh’m, Ala. 
WISE FURNACE CO........... Akron, Ohio 


Mfg. by The A. H. ROBINSON CO., Massillon, Ohio 


ROBINSON 


“Heat Distributor 
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Mention AMERICAN ARTISAN in your reply—Thank you! 
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Entered as second class mat- 
ter, March 26, 1928, at the 
Post Office at Chicago, IIl., 
under act of March 3, 1879. 
Formerly entered on June 25, 
1887, as American Artisan 
and Hardware Record. 


Fred D. Porter, President 
Editor: G. J. Duerr 


Charles E. Kennedy 








Sheet Metal Work 


PORTER - SPOFFORD - LANGTRY CORPORATION 


| 
Published EVERY SATURDAY—to Promote Better Warm Air Heating and 
139 North Clark Street, Chicago—Telephone Central 7670 | 


John C. Langtry, Vice-President 
Advertising Representatives: FE 


New York Office: 1403 Pershing Square Bldg., 100 E. 42nd St. Tel. Ashland 5342 
F. R. Whitten, Eastern Representative 


Yearly Subscription 


Price: 
United States ....... $2.00 
Creal ii ce ss $3.00 
DOME ig isc cccet $4.00 


Howard H. Bede, Secretary 
Business Manager: Etta Cohn 


-— J. F. Johnson 
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Too Many Sheet Metal Shops.......... 55 
Adequate Service and Not Numbers De- 
termines Need for Sheet Metal Business 


Disarming Price Competition.......... 56 
A Story of How One Sheet Metal Firm 
Sold 200 Furnace Repair Jobs in One 
Month 


Doremer Gets His Money............. 60 
Illustrating One Sheet Metal Contractors’ 
Method of Collecting His Money Without 
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Air Heaters 


EAL cold weather often means a hurry call for the 

repair man. This may be good business for him 
but it is better business to be known for installations 
that stand up and maintain efficiency under all con- 
ditions. 


The lower the outside thermometer, the higher the 
sales thermometer of dealers handling the Richardson 
Line. 


Guaranteed ratings, a quick response to increased 
drafts and extra large radiating surfaces enable the 
Richardson Perfect Positive Warm Air Heater to give 
unusually satisfactory service at low temperatures. 
This is the de luxe unit of the Richardson line and a 
product of added quality and up-to-the-minute-refine- 
ments, which often establishes strong element§ of good 
will that one heater literally sells another. 
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We believe in and 
are members of 
The National Warm Air 
Heating Association 


RICHARDSON & BOYNTON CO. 


Manufacturers of “Richardson” “Perfect” Heating and Cooking Apparatus Since 1837 


260 Fifth Ave., New York 


New York Utica Newark Philadelphia Boston Chicago Buffalo 


Utica, N. Y. 


Minneapolis Cincinnati Detroit Providence 
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The Mercoid M-51 Warm Air 
Furnace Control has decided ad- 
vantages over similar devices on 
the market and at the same time 
a low selling price is maintained. 


The following are some of the 
desirable features: 


It has a double adjustment which 
permits its use over the wide 
range of operating conditions 
encountered in the field. 


The adjustment is a_ simple 
mechanism which is easily set 
to any required range. 


Another unique feature is the 
indicator which shows the tem- 
perature in the duct or hood of 
the furnace. Its usefulness in 
this respect is comparable to 
that of a thermometer on a hot 
water boiler or the pressure 
gauge on a steam plant. 


The flange furnished is adjust- 
able and enables the installer to 
place the instrument in almost 
any required position on the 
furnace. 





Illustration 2 


Illustration 2 shows the simple 
construction of the flange. When 
mounted on a 45 degree angle, 
the instrument assumes the po- 
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Note the simple High and 
Low Double Adjustment 


Mechanism. Also the Fur- 
nace Duct Temperature In- 
dicator. 








sition as shown in “P”, illustra- 
tion 3.. If the angle is less than 
45 degrees the instrument may 





Illustration 3 


be either set forward or back- 


_ward as in “O”. 


The flange is made of steel and 
may be readily shaped to fit va- 
rious contours. 


The Mercoid switch in this in- 


_strument is of the latest tipless 


type which insures better and 
more dependable performance. 


The adjustments are all located 
within the case of the instru- 
ment to prevent accidental dis- 
arrangement or tampering. 


Order a sample control and be 
convinced of its possibilities. 
Bulletin S-83A gives complete 
information. Write for it. 





THE MERCOID CORPORATION 











564 W. ADAMS STREET 
CHICAGO, ILLINOIS 


NEW YORK Vv 
25 CHURCH ST. 


SAN FRANCISCO 
1129 FOLSOM ST. 
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Is Your Shop Superfluous? 


AVE you ever heard the 
H statement: ‘There are 
and warm air heating estab- 
lishments in our town.” Do 
you think there would be too 
many if the proprietors of 
them had not been dominated 
by inclination rather than fact 
when they started them ? 

I am sure that if every man 
contemplating entry into the 
sheet metal or warm air heat- 
ing business on his own would 
first stop to consider whether 
there is a definite need for 
additional service of the kind 
he is able to render before actually 
opening a shop, the mortality of this 
type of shop would be greatly 
lessened. 


HE only proper justification 

for a man seting up in a bus- 
iness of his own is the fact that 
there is a definite need for the serv- 
ice which he can render to the com- 
munity in which he proposes to 
operate. However, do not mistake 
numbers for adequate service. Be- 
cause a city has ten sheet metal 
shops, all of which are experiencing 
difficulty in making ends meet, this 
fact should not act as a deterrent to 
a man who is desirous of opening 
the eleventh shop. Because there are 
ten shops already in existence need 
not necessarily prove that there is 
no need of an additional shop that 
can give adequate service. 


HESE thoughts were called to 
mind by a little experience that 
occurred to me recently upon visit- 
ing a sheet metal shop in a city 
which already had seven such shops. 
I entered one on the main street and, 





Fah proper criterion for the sheet metal mechanic 
too many sheet metal who ts thinking of entering business on his own 
is first of all to see whether there is a need for service 
of the kind he. can render and how nearly that need is 
being satisfied by the contractors in the field. 

The fact that there are already numerous contrac- 
tors in the business in any given community does not 
necessarily prove that they are giving adequate ser- 
vice and there still may be room for the young 
contractor. 

The possibilities for expansion in the city and how 
well contractors present are serving the community 
are the first things the young man should look to 
befowe embarking in business for himself. There are 
others, of course. 


BMH TTL Ec 


after introducing myself to the pro- 
prietor, I asked a stock question 
about business conditions in the 
town. 


T seems, from what the proprietor 

told me, things weren’t going so 
good. One of the largest factories 
in town had pulled up stakes and 
moved elsewhere, which in turn 
meant that a great many families 
would have to do likewise, in order 
to keep the wolf from the door. 
Then to my surprise the proprietor 
blurted out something on a subject 
that it was evident had rankled in 
his breast. He said: “Yes, things 
is pretty bad here in the sheet metal 
and warm air heating racket, and 
I don’t see how that young punk 
Williamson thinks that he can make 
a go of a sheet metal, business in 
this town. There ain’t ’nough busi- 
ness for those that are already here, 
and now he comes along an’ thinks 
he’s going to set the world on fire.” 
Oh, Oh! Here was something. 
After talking a few moments, I 
left. 

I visited two or three other shops 


shops that were “already estab- 
lished” and a little adroit ques- 
tioning brought responses 
similar to the one I had heard 
in the first place. All the men 
seemed to scoff at the idea of 
Williamson trying to make a 
success of a sheet metal bus- 
iness in a town that did not 
afford enough business for 
those who were already there. 


LEARNED the young 

man’s name and where he 
was holding forth from a local 
bank and determined that I 
would drop around and find 
out what kind of a person it was 
who had the audacity to invade such 
sacred territory. I found him just 
returning from lunch. He was a 
straight-forward looking chap about 
28 years of age, with an expression 
of intelligent determination on his 
face that instilled confidence and led 
one to believe that he knew what he 
was about. 

Such was the individual who was 
slated for utter failure. He didn’t 
look much like the kind of stuff 
that failures are made of to me. 
After introducing myself to him, I 


.informed him of the fact that his 


career as a sheet metal contractor, 
according to his competitors was 
slated for a short life. And his 
reply was: “Oh, yes, I know. You 
see I’ve worked in the shops of 
every one of those fellows. I tried 
to buy my way into a part owner- 
ship with each and every one of 
them. 

“T’d_ given the matter pretty 
thorough consideration before going 
into it on my own, and no mat- 
ter from what angle I viewed 

(Continued on Page 69) 
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G. G. Jones, 


President Mohr- 
Jones Hardware, 


Racine, Wisconsin 


bé HY are we successful in do- 
ing a volume of business 
running well over the $300,000 mark 
each year in sheet metal and warm 
air heating?” It was E. R. Smale, 
sheet metal department manager of 
Mohr-Jones Hardware Company, 
315 Sixth Street, Racine, Wiscon- 
sin, who spoke and he was repeating 
a question that I had just put to 
him in an effort to learn why this 
firm is so eminently successful in 
two lines of endeavor that are sup- 
posedly on the down grade. 

“The success that the Mohr-Jones 
Company has had in the sheet metal 
and warm air heating lines is well 
deserved,” said Mr. Smale, “for the 
simple reason that the company has 


One 





so conducted its affairs in dealing 
with the home owners and builders 
of Racine that it has convinced them 
of its sincere desire to be of service 
in the lines in which it is engaged.” 
Just then the telephone rang and 
he was interrupted for a moment. 
Resuming his conversation again, 
Mr. Smale went on: “We have not 
found it necessary to advertise our 
business to any great extent ; that is, 
in the ordinary way. Our name and 
reputation are so well known and 
established in the city in connection 
with quality service that a great por- 
tion of our business comes to us 
through the satisfied customer route. 
“There is a reason for that and 
a very good one, although it is sim- 





Disarming 
Price Competition 


~ 
How 


Firm Sold 


200 Furnace 
Repair Jobs 


As Told to 
George Duerr 


ple enough. It is one that entirely 
too many contractors lose sight of 


in their zeal to get the order. And 


it is just this: We have our busi- 
ness so organized that it is thor- 
oughly departmentalized. We have 
a foreman over the sheet metal shop. 
We have another supervising the 
erection of work on the outside. 
These department heads are held re- 
sponsible for the work. In our 
warm air heating department we 
have our machines and stock so 
placed that the minimum of time 
and effort is required in working 
it into shape and the finished prod- 
uct. We also have weekly meetings 
of department heads and foremen. 
This makes for friendliness and co- 
operation among departments. 

“In this way the work goes out 
of the shop under the direction of 
a competent foreman who knows 
his business and who sees to it that 
there are no hitches or snags met 
with during the erection. The same 
is true in the shop. This eliminates 
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delays and keeps the labor item on 
each job at the absolute minimum. 
It does even more than that. It in- 
sures that the work is done right 
in the first place and the possibility 
of the necessity for going back to 
a job is greatly reduced. 

“In a word, we know our organ- 
ization and what it can do. We 
know our costs and we know that 
with our organization we can get 
quality work done at the minimum 
cost to the customer. That service 
is appreciated 
and brings its 
reward in the 
form of other 
new business in 
return. 

“Another 
thing which 
helps us to give 
a favorable im- 
pression to our 
customers is the 
fact that we 
have a complete 
stock on hand at 
all times. We 
often have as 
much as two and 
three carloads of 
shéets on hand here at one time and 
the same is true of furnaces. In 
fact, so well is it known that our 
stock is always complete that many 
of our competitors come to us for 
supplies in an emergency. We are 
glad to have them do this.” 





To substantiate this state- 
ment, Mr. Smale took me 
through the entire work shop. 
In the sheet metal shop I saw 
every kind of a machine that 
could be needed by the sheet 
metal worker. The arrange- 
ment of these machines, too, was 
perfect. 

From the machine shop we went 
to the basement and warehouse 
where were stored sheets of all sizes 
and materials. In the basement the 


Why We Are Successful 


E employ methods that build customer confidence 
as follows: 
We have departmentalized our business completely 
We supervise all of our work during its progress 
We make it our business to read specifications correctly 
We know our costs 
We maintain a complete stock of everything on hand 
We make no verbal, unconfirmed quotations 
We secure a fair profit on every job taken 
We use the telephone consistently and effectively 
Added to all this we have a sincere desire to serve in our 
chosen lines and the methods we employ make the cus- 
tomer feel this. ; 


furnaces were stored. Here Mr. 
Smale stated was the only handicap 
under which they labored. The fur- 
naces had to be carted a considerable 
distance to the warehouse after 
being unloaded. This difficulty will 
be overcome soon. 


“This will confirm our 
verbal agreement on the 
work that is ot be under- 
taken. Kindly read it 
carefully and affix your 
O. K. before returning it 
to us.” 


Sut I had heard a great deal about 
the price cutter and his antics and 
how he is ruining the business. 
Therefore, I was quite eager to find 
out what antidote this progressive 
company had for the evil of price 
cutting, because 
I felt sure that 
they must run 
up against it 
somewhere some 
time. So my 
next question to 
Mr. Smale con- 
cerned price cut- 


ting. 
“What I said 
about  super- 


vision and or- 
ganization,” an- 
swered Mr. 
Smale, “gives 

the reason for 

our immunity 
from the necessity of price cut- 
ting. We have built our business 
on the basis of quality service and 
materials. We never take work be- 
low a figure that will permit us to 
make a fair profit on it. This is not 
saying that we do not take work ata 
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figure that is lower than other bid- 
ders, but due to our superior organ- 
ization and equipment there is bound 
to be some difference in the price. 

‘Every so often, however, we run 
into the price cutter that will not be 
outdone and when we do that we 
give him the ‘works.’ We had an 
experience of that not so long ago. 
We were bidding on machine guards 
and we quoted a price that would 
permit us to make a profit and give 
quality service. Some contractor 
undercut our price and gave a fig- 
ure which we knew would not even 
let him break even. So we decided 
that we would teach him a lessen. 
We then cut our price so that 
it would just barely cover our 
costs, and our competitor 

















“See here, we overlooked 
forty feet of gutter, 3 com- 
plete downspouts, on the 
specification.” 
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swallowed the bait, line and sinker. 
He took the job at a figure that 
cleaned him out completely. 

“We don’t like to do such things, 
but once in a while we do do it 
just to show the customer that he 
is getting just what he pays for, 
regardless of how low the price is. 
It gives us a strong hold and breaks 
down selling resistance on quality 
products and workmanship. 

“One of the biggest causes of 
price cutting, we find, is that the 
contractor does not know what his 
costs are. We are very particular 
on this point. We do know our 
costs. We keep on file complete in- 
formation of all the 
work that goes through 
our shop. We make 
frequent reference to 
this information.” 

“A third source of 
potential trouble to 
many contractors is 
that they do not read 
the specifications right. 
They are not absolutely 
sure when they take a 
job that they have thor- 
oughly understood just 
what is expected of 
them. Consequently 
when they come to 
complete the job they 
find that their contract 
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calls for more than they allowed for 
in their price and their profit is shot, 
due to no one’s fault but their own. 

“We are very careful on this 
point. We often go to the architect 
or owner for a clarification of speci- 
fications before entering into the 
contract. We find that by doing this 
we minimize the chance for a mis- 
understanding between ourselves 
and the contractor. 

“Then, too, we make absolutely 
no verbal quotations to customers. 
Everything is done in writing. Any 
order that is taken over the tele- 
phone is confirmed by letter the cus- 
tomer’s O.K. received on the con- 
firmation before we start to do the 
actual work. We are very punctili- 
ous on this score because we know 
that disagreements are sure to arise 
where any other plan is employed. 
It is very simple to understand why 
this is so. In giving a verbal quo- 
tation we may not have a full under- 
standing of what the customer has 
in mind. He may be thinking of 
something entirely different from 
that which we are thinking at the 
time the proposition is being dis- 
cussed. Now if we were to go ahead 
on that basis, the customer would 
not get the service he expected at 
the price presumably agreed upon 
and consequently he would say that 


“ we are trying to put one over on him. 


“On the other hand, if 
we take his verbal order 


Senrvy and then confirm it before 


the work is started, getting 
his indication in the mean- 
time that we fully under- 
stand one another, we go 
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ahead on the basis of a_ perfect 
understanding. When the work 
is completed, he pays the bill and we 
get the credit for having given him 
a square deal, which we have. Many 
contractors think that is not impor- 
tant, but they will find if they will 
follow that plan, they will have less 
cause for worry when it comes time 
to collect for their work.” 

I asked Mr. Smale if his com- 
pany had any plan worked out 
whereby they endeavored to induce 
people to have their furnaces looked 
after during the summer months, 
when things are naturally somewhat 
slack. 

His answer was that they had. 

He said that they had put a great 
deal of time and thought on that 
subject and had tried several 
methods with but indifferent re- 
sults. The mailing of a card had 
not been satisfactory. 

“This summer, however,” said 
Mr. Smale, “we 
put a plan into 
operation that 
gave us the best 
results we have 
ever had, and was 
the means of our 
securing some 
200 furnace re- 
pair jobs. We dug 
into our files of 
names of former 
customers for 
heating plants and 
checked these off 
with the same 


name in the tele- “Good Morning, Mrs. Campbell! This Is the Mohr-Jones Hardware Co. Calling.” 


phone directory. 

Having completed this list, we 
hired a university girl fora month 
or so and thoroughly instructed 
her in the terms used in warm 
air heating and what questions to 
ask. This done, we set her loose 
on the telephone. She kept steadily 
at it all day long, and as I said at 
the outset, here efforts made it nec- 
essary for us to put on two extra 
men at a time when ordinarily we 
are slack. 

“The burden of the young lady’s 
conversation over the telephone was 
to inform the customer,” said Mr. 
Smale, “that a special price was be- 
ing made for all orders received for 
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furnace repair work before August 
Ist, regardless of when the work 
was actually done. 

“So satisfactory did this proposi- 
tion work out for us that we are 
making plans to do .it again next 
year on a more elaborate scale. As 
it was, we moved about 200 repair 
jobs into the summer months and 
took them away from the rush sea- 
son. In all probability we would 
have had most of these jobs to do 
anyway, but they would have all 
come in a group at the last moment 
had we not made this special effort 
to get them out of the way. 

“Of course anyone attempting to 
put a plan of 
this kind into 
operation,” 
cautioned Mr. 
Smale, “must 





be very careful about the qualifica- 
tions of the girl they put on the tele- 
phone. The young girl at the tele- 
phone can create an unfavorable im- 
pression on the prospect, which, of 
course, is not the thing desired at 
all. The telephone operator must 
be instructed and thoroughly under- 
stand that she is the company imper- 
sonated and that whatever impres- 
sion she makes on the prospect by 
her conversation will either make 
friends or enemies for the company. 

“We had no difficulty of this kind, 
however, as we took particular pains 
with the girl at the outset, thor- 
oughly instructing her in en ap- 
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proach that would not antagonize. 
She was very diplomatic by nature 
and after the first day or so got 
along in fine shape. 

“That in brief tells you why we 
have attained the success we have 
in selling sheet metal and warm air 
heating to the extent of some $300,- 
000 a year,” said Mr. Smale, “others 
can do the same thing if they will 
but half try. 

“T find as a general thing that peo- 
ple are becoming more conscious of 
sheet metal and the service it can 
render for them than has been the 
case in any time past. I have no 
doubt that the advertising which 
such organizations as the Sheet Steel 
Trade Extension Committee, the 
Copper & Brass Research Associa- 
tion and the American Zinc Institute 
are doing is having its effect upon 

4 the minds of the 
public. It is teach- 
ing the public the 
value in using 
these metals. 
Then, too, the 
work which such 
firms as ours is 
doing is proving 
to them that the 
metals have supe- 
rior merit when 
properly applied.” 





Hardware Special 

Will Leave Over 

B. & O. October 20 
The National 


Hardware Con- 
vention Special 
from Chicago to 
Atlantic City will leave from the 
‘B. & O. station, Chicago, Sunday, 
October 20, and is an all expense 
train. 

There will be a banquet at 6 
o'clock in the evening at which the 
manufacturers and the trade papers 
will be hosts to the jobbers. “Ned” 
Swift of Stanley Works and Bob 
Jones of Clyde Cutlery will be in 
charge. 

E. D. Corcoran, passenger repre- 
sentative of the B. & O. line, is, as 
usual, arranging the trip. All res- 
ervations should be sent to him at 
Chicago, 





: . 
a ees 


=. 





. .s % 
aT SAE 24 9 
wre we <0 ® a TES 














Doremer Gets His Money 
Without Offense 


EGARDLESS of how careful a man 
may be in extending credit to his cus- 
tomers, he is bound to find a few slow 
pays in the lot. Folks who have given 
him notes or other promises to pay at 
a certain time and then try to beg off 
when the time arrwes. 
It is then up to the contractor to 
employ methods of getting the 
money without giving offense if 


stance, may be started off 
something like this: ‘Darn 
your hide, Joe, are you fix- 
ing to let me starve?’ Such 
personal letters will bring in 
the average customer either to 
pay the entire bill or to make a 
partial payment on account and 
arrange for the remainder to be 
taken care of in a short time. 


44@2 HOW me the sheet 
metal contractor or 
the warm air furnace in- 
staller who says he does not 
have difficulty in making col- 
lections and I’ll show you a 
man who handles the truth very 
lightly.” Thus spake John Do- 
remer, a sheet metal contractor 
who not only sells a lot of sheet 





metal and warm air heating serv- 
ice, but who also gets paid for most 
of it. 

“Getting paid for the work you 
do is simply a part of the entire 
business transaction. You've got to 
set machinery in motion to take care 
of this part of your business in the 
same manner as you do in order to 
get the work itself done.” 

One factor which contributes a 
great deal to the success of Mr. 
Doremer in making collections is 
that his account data is kept on hand 
at all times. In the first place he 
uses typewriter paper to make a 
complete list of accounts with two 
duplicate copies. The name of the 
customer, his address, a brief de- 
scription of what the work done 
consisted of and the way the ac- 
count stands. These sheets are 
bound into booklet forms. One 
booklet is kept in the office, another 
is carried in the car used by Mr. 
Doremer and his son, while the third 
is used by a stenographer in writing 
collection letters. Any payments of 
principal or interest made are 
promptly recorded in these books. 


“The object,” said Mr. Doremer, 
“in making such complete records 
is that it enables either me or my 
son to make collections anywhere 
we see a debtor, and there is never 
any argument over dates or amount 
of payment or other excuses made 
possible in the absence of complete 
records. 


“Personal letters are the ones that 


possible. Last resort methods 
are apt to be pretty strenuous 
unless considerable thought 
is given them before they 
are put into execution. 

In this article are illus- 
trated some of the meth- 
ods employed by A. J. 
Doremer, a midwest 

town sheet metal con- 

tractor, which have 
produced the cash 
without rubbing 
the fur too much 
the wrong way. 


cut our losses and get the money. ™ 


I hire a girl from the bank to work 
from 4 to 10:30 p. m. or so about 
every ten days. During this time I 
can dictate about 75 or 100 letters, 
and in doing this I make each letter 
apply to the individual to whom it 
is sent. This entails considerable 
extra work; it avoids the formal 
type of collection letter: 

“You understand,” continued Mr. 
Doremer, “that these letters have 
nothing to do with the monthly 
statements that are sent out. They 
are letters written to produce action 
on the part of the accounts that 
have become “slow pay.” 

“Instead of creating the impres- 
sion that the collection letter is just 
a form letter sent to all customers, 
I make it ring true and apply to 
that particular person to let him 
know it is he whom I am expecting 
in to pay the bill. A letter, for in- 


“Of course, some folks won’t 
budge until you get hard with them. 
For these I also have a type of per- 
sonal letter, but I have a little stunt 
that I use with considerable success 
on some of these more hardened 
critters. Here’s how I couch letters 
of this type: ‘I’m sorry, Jim, that I 
cannot renew your note for $90. I 
wish you would look around in your 
neighborhood and see if you can’t 
find some friend of yours to take 
this note off my hands if you can’t 
settle it yourself.’ 

“They usually blow up when they 
get this letter. No one likes to have 
you suggest that he let his neighbors 
and freinds in on his business af- 
fairs, but when I tell him to look 
around for a buyer he thinks that I 
mean business. 


“This type of letter brings in the 
hard ones, usually boiling over in 
rage. But it gets the money just 
the same. It brings in others who 
are not mad, but who will just say, 
‘I can’t pay it; what are you going 
to do about it?’ 

“IT used to get hard with the 
debtor too when I knew that he had 
spent his money for other things, 
but this is old stuff to him, as he 
hears this often from all the mer- 
chants he owes. I take him by sur- 
prise by letting him do all the argu- 
ing. I just agree, ‘I don’t see how 
you can pay either—but I can’t car- 
ry you.’ I throw it right back to 
him by asking, ‘What are you go- 
ing to do?’ 
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“T let my customers do their own 
thinking and all the talking; they 
will usually figure out a way when 
forced to take the responsibility.” 
Doremer gave an illustration of how 
the thing works. “A customer 
owed a note for $100. As usual I 
answered his excuses with ‘What 
are you going to do about it? I 
can’t carry it. Most of my cus- 
tomers have paid up or paid half; 
’ll have to try and take care of 
them.’ 

“This customer was left to do his 
own thinking and not reprimanded 
for his poor business management, 
as is often done. After a few mo- 
ments he said, ‘Here’s $20 now. I 
feel sure that I can dig up the re- 
mainder in a few weeks.’ 

“Another stunt I use is that of 
embarrassing the debtor. I only use 
this on rare occa- 
sions, however. This 
is the practice of not 
calling a customer 
from a crowd to be 
dunned. I have to 
use a bit of diploma- 
cy in this matter, for 
I wait until I catch 
the hard-pay  cus- 
tomer in a crowd of 
friends; then it is, 
‘Bill, by-Joe, I’ve got 
to have that twenty 
bucks you owe me.’ 

“At other times I wait until I see 
a debtor with his wife. I stop their 
car in the middle of the street ; then 
I ask my customer’s wife if she is 
in a hurry. As the answer is gen- 
erally in the negative, I add, ‘Well, 
make old Charlie come in here and 
give me a check for that thirty dol- 
lars.’ Of course, all such comments 
are made with a smile and good 
naturedly, but the average hard-pay 
customer does not like to be jumped 
in a crowd, 

“T find that he will either pay or 
drop around within the next few 
days and settle up, all in a good 
humor and no ill feelings towards 
me or my collection policies. 

“Although these described collec- 
tions methods get the cash in most 
instances, my collection troubles are 
not entirely solved so easily. There 


AMERICAN ARTISAN 


are still a few that have to be kidded 
into paying in a different manner. 
When personal soliciting and collec- 
tion letters will not bring the cash 
in a reasonable length of time, | 
call on the customer to inform him 
that he is about to be sued. There 
is no argument nor hard words. I 
inform my customer that suit is to 
be entered, and I end with some 
such comment, ‘Come on, get in the 
car and let’s go over and fix up the 
papers at the court house.’ 

“Most people have little taste for 
court procedure. And never has a 
customer responded to the invitation 
to accompany me to the court house 
to enter suit. This little stunt gets 
the money from even the hard ones ; 
but in some instances, others have 
held out still farther. In this event 
I have actually gone ahead to the 


O collect money from a debtor who makes a business 
of staving off creditors as long as possible is an art 
that requires both tact and diplomacy. In this article is 
explained how one sheet metal contractor successfully 
meets every objection that the debtor can offer for non- 
payment of the bill. 
He shows m this article how ‘“‘hard boiled’’ debtors 
will endeavor to bluff him out and how he in turn switches 
the tables on them and makes them pay in spite of them- 
selves. It’s all in the way you handle them whether they 
pay or not, thinks this sheet metal man. 
know they can’t bluff you, they will pay without much 
complaint. 


court house and obtained proper 
papers to enter suit. 

“T then go again to the customer 
with papers and say, ‘Did you ever 
see any papers like these? Here, 
sit down and let’s look these over 


together ; I just want to be sure that _ 


you understand what you are up 
against when you are sued.’ 

“This action often brings a burst 
of temper from the customer, but 
at the sight of the legal papers he 
cools down to inquire, “Why can’t 
you wait a day or two. I'll raise 
some money sure.’ 

“That is my cue to explain, ‘Sure, 
I’m no officer. I didn’t come to 
serve these papers; I just came to 
make certain that you understood 
the situation. You come in and take 
care of this matter and I'll stop pro- 
ceedings without any additional cost 


When they 
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to you.’ ” 

The collection methods of this 
dealer may be quite different from 
those generally used, but probably 
it is their unique features that bring 
results. And, after all, it’s results 
that count. Doremer’s collection re- 
sults are better understood when we 
know that he has more than four 
hundred active accounts of custo- 
mers without losing any of any 
sizable value and without ever hav- 
ing to actually go to court to re- 
cover any account, the first step of 
the suit being ali that is necessary to 
get some action. 





Gary District Indiana Sheet 
Metal Meeting to Be Held in 
Hammond October 21 

A meeting of the Gary District of 
the Indiana Sheet Metal and Roof- 
ing Contractors’ As- 
sociation will be held 
in Hammond, Ind., 
on the night of Oc- 
tober 21st. 

The Indiana sheet 
metal and warm air 
heating contractors 
are making excellent 
progress with their 
association. They are 
staging a real come- 
back and getting 
themselves into a po- 
sition where they 
will soon be able to render some 
real service to their members. 

The district meetings held 
throughout the year in various parts 
of the state have been a complete 
success. 

It is hoped that everyone in the 
Gary district and as many as pos- 
sible from the other districts nearby 
will present themselves at the Ham- 
mond meeting. There will be a 
good dinner and an excellent speak- 
er, according to word from Harry 
Jones. You know that when Harry 
says it’s going to be good it al- 
ways is. 

If you have had some unusual 
experience in collecting hard ac- 
counts, why not tell us about it so 
that we can tell others? Every- 
body will gain. 
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A. Kealer 


Associate Editor 


ARIOUS joints and seams for 


cornice work. 
this plate show 
some of the joints 
generally used in 
cornice work, 
which in all prob- 
ability will be of 
some help to your 
correspondent. 


The rough 
sketch he sent in, 
without any de- 
tails, does not help 
to give him a def- 
inite solution. 
Likewise about 
the sketch for the 
round pipe offset, 
half of the neces- 
sary information 
is missing. While 
he gave all the 
horizontal dimen- 
sions, he omitted 
the vertical di- 
mensions entirely. 
lor a proper solu- 
tion of any prob- 
lem, all the details 
are essential. 


Of course, the 
fault is not always 
carelessness or 
oversight on the 
part of the person 
seeking the infor- 
mation. Ina good 
many cases it is 


Construction 
For 


By A. Kealer 


Instructor, Washburne Trade School 


just plain lack of knowledge of the 


fundamental principles underlying drafting. 


The designs on 
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This Is a Partial Answer to the Problem of E. W. Robinson, Bridgeton, New 
Jersey. The Remainder Will Appear Next Week. 





oint and Seam 


Cornice Work 


any problem in sheet metal pattern 


One will often 
hear the remark 
made: I have sev- 
eral books on pat- 
tern drafting, but 
what I would like 
to know is not in 
the book. Which 
illustrates the 
point that most 
people neglect to 
study the funda- 
mental principles 
in connection with 
sheet metal pat- 
tern drafting. 


With so many 
opportunities of- 


fered by the local, 


state and federal 
governments to 
encourage indus- 
trial education 
throughout this 
country and with 
such excellent 
c orre spondence 
courses like the 
St. Louis Tech- 
nical Institute and 
others, it behooves 
every sheet metal 
worker to increase 
his knowledge and 
experience in his 
chosen vocation 
and advance 
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MERCHANDISING BOARD 


T IS GENERALLY conceded to 

be poor policy to interfere when 
a man and his wife are fighting, for 
in the end they generally combine 
forces and lick the intruder. By 
the same token, there are many men 
in the warm air industry who con- 
stantly say things about the indus- 
try who would fight at the drop of 
the hat if someone on the outside 
made the same remarks. 

There is much to be done before 
the warm air industry takes its true 
place in the spotlight. Yet, many 
things have been done and are being 
done which stamp the executives be- 
hind the moves as progressives of 
the highest order. 

A few years ago Dodge Bros. 
surprised the world of business by 
placing a dealer on the board of 
directors. The Premier Warm Air 
Heater Company, Dowagiac, Mich- 
igan, has gone them one better by 
creating a dealer merchandising 
board. At the present time no little 
amount of comment is being heard 
in merchandising and advertising 
circles over a recent move of the 
Premier Warm Air Heater Com- 
pany. 

At the request of the company 
during the 1929 dealer sales conven- 
tion held in Dowagiac last spring 
five Premier dealers from as many 
different sections of the country 
were elected by their fellow dealers 
to serve as members of the Premier 
Merchandising. Board. So far as is 
known, this was the first time in the 
history of the warm air industry 
that a manufacturer has seen fit to 
take his dealers into consultation on 
merchandising problems. 

The dealer members are from five 
widely varying sections of the coun- 
try. Carl Roelle comes from Co- 
lumbus, Nebraska, a typical rural 
trading center. Jack Stowell is lo- 
cated in the intensely worked sub- 
urban territory about Chicago. Alex 


For Premier 


Friedman of Detroit knows metro- 
politan and racial conditions in the 
large city from long and bitter ex- 
perience. Carl Mueller comes from 
Findlay, in the heart of industrial 
Ohio where furnace companies are 
thick as flakes in a snowstorm. Ed 





He Avoids Business 
Ruts. In His Spare 
Moments He’s Sales 
Manager of Premier 


Brandes hails from Madison, Wis- 
consin, a state capital, college town 
and city of fine homes. The opin- 
ions and criticisms of these five men 
are thus of greatest value in deter- 
mining the suitability of ‘a sales plan 
for the country as a whole or by 
sections. 

The merchandising board 
been busy through the summer 
working on a new sales plan for 
1930. The first session of the board 
was held at -Dowagiac during the 
latter part of September, when the 


has 





new 1930 sales plan was unani- 
mously approved by these dealer 
members. 


Testing products at the expense 
of the consumer and testing sales 
plans at the expense of the dealer 
in this age of hurry and bustle to 
get new products on the markets 
and new plans into effect is a com- 
mon fault of many industries, in- 
cluding the furnace industry. Quick 
over-night results are apparently 
preferred to the slower but more 
lasting results of trial and error be- 
fore launching a new product or 
sales plan. 


The. Premier Warm Air Heater 

Company, it appears, has been thor- 
oughly awakened to the weakness 
of this procedure. They have de- 
termined to renounce the generally 
accepted way of doing things and 
have turned to a policy of knowing 
definitely what their product will do 
under any and all conditions and 
knowing exactly what can be ex- 
pected of a sales plan before mak- 
ing a new product or plan public to 
both dealer and consumer. 
_ For more than a year, in line with 
this plan, five Premier DeLuxe 
heaters have been fired under every 
condition of climate and tempera- 
ture with results closely checked and 
tabulated. 

All sales plans affecting the deal- 
er are not put into operation until 
*passed upon and approved by this 
group. At all times during the 
building of a dealer sales plan they 
are consulted by correspondence, 
and when the plan has been worked 
up into such shape as to allow a 
presentation, these five men are 
called together at Dowagiac when 
the final drafting of the plan is 
done. 
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Progressive Exploitation Brings 


Added Furnace Sales 


= 


City Celebration 


Gives Dealer His Chance 


AST Labor day the citizenry of 

Marysville, Kansas, turned out 
to view a big parade and celebra- 
tion, and, of course, B. G. Guffee, 
a wide-awake furnace dealer, saw 
an opportunity to exploit his wares. 
Mounting a large warm air furnace 
on a truck, decorating it with crepe 
paper and using a window trim 
dealer help, he made a very attrac- 
tive float for this parade, which 
passed up and down the main streets 
of Marysville. 

Just a word or two about Mr. 
Guffee, better known as Lem, is 
necessary. Lem is a real warm air 
furnace specialist. Every job he 
puts in is a fine installation and he 
gets his price. Every job is giving 
satisfactoin, and as a consequence 
people for forty miles around 
Marysville, Kansas, call up Lem 
when they need a new furnace or 
furnace repairs. 
Lem is one of 
the few furnace 
men finds 
business good 
and has more 
orders than he 
can take care of. 


who 


In talking to 
Lem Guffee you 
will learn that 
satis faction is 
the most impor- 
tant element in 
furnace installa- 
tion. He will 
tell you to bank 
on and sell the 
Standard 
job; to try to 


Code 


make every installation just’ a little 
better than the one that preceded it. 

In the accompanying photograph, 
which shows the truck, stands, read- 
ing from right to left, John Bashan, 
the Midland Furnace Company rep- 
resentative, who assisted Mr. Guffee 
in making plans for the Labor Day 
celebration. Next, Lem Guffee 
himself. Lem’s exploitation does 
not stop with outdoor display. His 
place of business is well kept and 
neat and clean. 

His windows are trimmed with 
his manufacturer’s furnace and win- 
dow trim, which is changed at vari- 
ous intervals. A woman customer 
can enter Lem Guffee’s place with- 
out fear of soiling or tearing her_ 
clothing. i 

Mr. Guffee is a business man and 
a warm air heating specialist worthy 
of imitation. 





International Heating 
Exposition Scheduled for 
January, 1930, Philadelphia 

An International Heating and 
Ventilating Exposition is to be held 
in the Commercial Museum, Phila- 
delphia, January 27th to 31st, 1930, 
during the period of the 36th an- 
nual meeting of the American So- 
ciety of Heating and Ventilating 
Engineers. This will be an impor- 
tant meeting. 

E. B. Langenberg of the Langen- 
berg Manufacturing Company, St. 
Louis, F. R. Still of the American 
Blower Company, Detroit, and H. 
C. Murphy, of the Reed Air Filter 
Company, Louisville, are members 
of the advisory committee, while on 
the cooperating committee we find 
the names of C. E. Hall, Hall-Neal 
Furnace Company, Indianapolis, . 
and H. T. Richardson, of Richard- 

son & Boynton 


Company, New 
York, 
Charles F. 
Roth, with of- 
fices in the 
Grand Central 
Palace, New 


York City, is the 
manager of the 
exposition. 





Many of the 
papers pertain- . 
ing to warm air 
heating present- 
ed at the meet- 
ing will appear 





The Float Used uy Mr. Guffee During the Celebration 


in these pages. 
Look for them. 





LOW CHIMNEYS 
a 


How 
They Affect 
the Sale and Success 
of Warm Air Heating Systems 


UR attention tonight is to be 

directed to an ultimate under- 
standing of why houses exactly 
alike, except the chimneys, may re- 
quire different-sized furnaces. 

In order to establish in our minds 
the properties and office of the chim- 
ney we will rehearse some of our 
previous studies on chimneys. You 
already know that the height of a 
chimney creates the draft or suction 
needed to draw the required air 
through the bed of fuel. The more 
dense the bed of fuel or the deeper 
the charge of coal, the greater the 
draft should be. Therefore, the 
higher the chimney should be. The 
larger the fire is, assuming the same 
depth of fuel bed, the larger the 
cross section or area of the chimney 
must be. The relation of these to 
the heating requirements of’ the 
house can be properly arranged 





*Warm Air Study Club of Security 
Stove & Mfg. Co. 





By L. W. Millis 


while the house is under construc- 
tion. But when you examine a 
house and find a chimney manifestly 
inadequate, you meet a heating prob- 
lem of the first magnitude. 


If you sell a furnace within the 
ordinary rating of the chimney, you 
may fail to heat the house. You, of 
course, know that the hotter the 
chimney gets the stronger the draft 
will be, but it takes time to get a 
chimney hot and also it requires 
extra fuel. You are ail familiar 
with jobs that require several hours 
to get enough fire going to warm 
the house, while others heat up 
quickly. Your problem in such a 
house is to be able to select the 
equipment that will give the best 
service possible. You must also be 
able to decide in some cases whether 
it is better for you or your com- 
petitor to get the contract. It is my 
purpose to try to show you how to 
determine in a fairly exact manner, 











and without the use of a draft 
gauge, the limitations of the chim- 
neys you find already installed. 

In order to do this, I can think 
of no way to talk chimney language 
except to use the expression, “inches 
of water.” Now don’t panic. It 
is nO more mysterious than B.t.u. 
and we lived through that. The 
draft that a furnace requires and 
the draft a chminey will give are 
both expressed in the same terms; 
namely, “inches of water.” It 
should,- therefore, be possible to 
compare them with reasonable ac- 
curacy. So far as I know there is 
no publication setting up such a 
comparison. 

/, column of warm gas in a chim- 
ney (or anywhere else) weighs less 
than a similar column of cold air 
outside of the chimney. It, there- 
fore, has the power to draw air 
through the bed of fuel. This dif- 
ference of pressure will balance a 

































































TABLE NO. 1 
Draft per foot of flue height in inches of water 
Flue temp Average 
at collar | temp. in Qutside Temperature 
Degrees. chimney t 
Degrees At O Deg. | At 350 Deg. |} At 50 Deg. | At 70 Deg. 
3500 100 200216 200114 200053 200009 
450 200 300333 ~00272 
500 200 200435 200645 ~00280 200255 
650 3500 - 00580 ~00494 «00433 00380 
700 500 200596 200500 00450 200385 
_800 400 200680 _ 200600 200540 _ 200500 
850 400 ~00700 -00618 200557 200515 
900 400 00720 00630 200570 200525 
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TABLE NO. 2 
Height of Chimney above Grate 
SqeFt.of|Lbs.| Inches |Lbs.]| Inches RF RE 
grate injcoal] Draft Coal] Draft Draft of Chimney in Inches of Water 
furnace jat 5j req'd at 3}/req'd at an assumed temp. of 300 degrees 
lbs.j|at 5 lbs.jat 3 
per |1lb.rate]per |lbs. 
hr. hr. |per hr. 2155 179 0258 
minimum inside size of chimney 
1.22 6.1] .177 5-6 e151 
8x8 8x8 
1.97 9.8} .189 {5.9 »154 8x8 8X8 
2264 13.2] 2192 {8. e158 8x8 9X12 
3017 15.8] .195 9.5 e162 8X8 9X12 






































column of water of some certain 
height. Consequently the draft of a 


furnaces require, we can balance one 
against the other with reasonable 


Substituting these figures for the 
letters in the formula, we have: 


chimney is expressed in “inches of accuracy. 12x 5 x .001 = .060 
water.” The November and December 8 x 001 = .008 

Table No. 1 is compiled from issues of the Aerologist in the year 3 x 03 = 09 
such authorities as I have been able 1926 contained a method of deter- “158 


to comprehend and adapt to our use. 
It is necessary to assume some tem- 
perature on which to base opera- 
tions. Much of the chimney litera- 
ture gives “flue temperatures,” but 
fails to state at what point in the 
chimney the temperature is found. 
Table No. 1 assumes certain tem- 
peratures at the collar of the fur- 
nace and also assumes an average 
between that point and the top of 
the chimney. The table gives the 
decimal inches of water per foot of 
chimney height. In general, low 


mining approximately the “inches of 
water” required by a warm air fur- 
nace, and is as follows: 

Let A equal the depth of fuel in 
the firepot expressed in inches. 

Let B equal the rate of combus- 
tion (pounds of fuel burned per 
hour per square foot of grate). 

Let C equal length of fire travel 
in feet from the top of the fuel bed 
to the smoke pipe. 

Let D equal number of right an- 
gle turns of gas travel between fuel 
bed and smoke pipe. 


The furnace, therefore, requires 
a chimney having a draft equal to 
.158 “inches of water.” However, 
smoke pipe with elbows will add not 
less than .032 inches, making a total 
of .19 inches required in the chim- 
ney. 

Perhaps you have already caught 


“the idea that a larger grate area and 


a thin fuel bed will give equal heat 
(theoretically) and require less 
draft. Suppose that we use a larget 
grate so that the fuel needs to be 
only seven inches deep and that the 


flue temperatures are less wasteful Then rate can be three pounds per hour. 
than high temperatures. A xBx.001 ) Then 
Reference to the table indicates Plus C x .001 ‘ equals 7x3x 001 = 021 
that in zero weather a chimney with eee PAPE Oe 8x 001 = 008 
900 degrees at smoke collar will “ae Baus 3 x .03 = .090 
, expressed in inches of water. 
give about three times as much draft ; 
; Let us suppose a furnace with 119 
as at 300 degrees. But it costs ; : , 
firepot twelve inches deep and that Add smoke pipe as be- 
money to throw such hot gases out. : f 032 
; it requires five pounds of coal per ore . 
of the chimney: top.| It aavennes ¢ square foot of grate per hour to cre- rcs 
long time to build up fire enough to 4 id 151 


get such a temperature. 

By the use of Table No. 1 we 
can determine the power, or draft, 
of a chimney already in the build- 
ing. Assuming, of course, that: the 
chimney is free from cracks and 


ate sufficient heat. Also suppose 
that it is eight feet from the top of 
fuel to the smoke collar and that 


-there are three right angle turns 


within the furnace. 
Then 


Therefore, a chimney with .039 
inches less draft can be used and 
give better results than with the 
smaller furnace using a deeper bed 
of fuel. During the past two win- 
ters I have followed this plan where 


; : A = 12 ; 2 
bad offsets in which mortar or soot eS circumstances permitted. In order 
can lodge. Now, if we can ascer- c= 8 to make the information available 
tain how many “inches of water” 8 ee for those who have no draft gauge, 
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I have created Table No. 2, which 
is plain enough to enable a furnace 
man to “size” his furnace to the 
chimney or to pass up the job if he 
can not “balance” the requirements. 

Let us suppose that a certain 
house could be heated with a fur- 
nace having a grate area of 1.22 
sq. it. if five pounds of coal per 
sq. ft. (equal to 6.1 lbs. coal) are 
burned per hour. But the chimney 
is only 26 ft. from grate line to top 
of chimney. The furnace will re- 
quire a draft of .177 “inches,” 
while the chimney has only .155 
“inches” after it gets up to a tem- 
perature of 300 degrees. Manifestly 
it would be unwise to install that 
size furnace. If, however, the chim- 
ney is 30 ft. high it would be a safe 
furnace to use. 

Now let us see what can be done 
with the 26-ft. chimney. Reference 
to Table No. 2 shows that,a furnace 
with 1.97 sq. ft. of grate will burn 
almost the same amount of coal at 
a three-pound rate (5.9 Ibs. as com- 
pared with 6.1), and only requires 
.154 “inches” of draft and comes 
within the capacity of the 26-ft. 
chimney. Therefore, you can sell 
your prospect a furnace that will 
give him proper heat, notwithstand- 
ing the chimney is not as high as it 
really should be. 

The inside sizes of chimney given 
are calculated to carry the amount 
of gas the given size will carry at 
300 degrees temperature. You will 
note that a draft gauge is not needed 
to use Table No. 2. 

It is possible that you want to 
know what value Table No. 1 has. 
It is useful to a man trying to find 
out what a chimney will do on a 
zero day, although it may only be 
30, 50 or 70 degrees outside. It is 
necessary to have a draft gauge to 
get accurate comparisons. 

Suppose you find a chimney 30 
feet high. You will build a little 
fire and get a temperature at fur- 
nace collar of 500 degrees and 200 
degrees in chimney and 70 degrees 
outside. Suppose your draft gauge 
then shows .0765 “inches.” Then, 
0765 -— 30 ft. = .00255 “inches” of 
draft per foot of height. The table 
verifies the draft. Let us assume 


that the furnace will require .20 
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“inches” of draft in zero weather 
and it is assumed that a collar tem- 
perature of 650 degrees will be per- 
missible. As the draft gauge in- 
dicated a draft of .00255 at 70 
degrees, we may expect to obtain 
.0058 “inches” at zero under the 
conditions we have assumed. Then 
0058 x 30 ft. = .174 “inches” of 
draft. The furnace requires .20 
“inches.” Consequently, .20 — .174 
= .026 shortage. Either the chim- 
ney should be higher or the chimney 
must be heated to a higher temper- 
ature. This last increases fuel cost 
and also it takes a long time to get 
the chimney hot enough to get the 
furnace warm enough to heat the 
house. 

In all the foregoing it is assumed 
that the chimneys are tight and 
capable of creating their rated draft. 
As a matter of fact, a great many 
chimneys have defects (visible and 
invisible) which reduce their ability 
to create draft. Many of these de- 
fects have been discussed in various 
articles in the AMERICAN ARTISAN. 

The Warm Air Study Club or the 
Security Stove and Manufacturing 
Company have contributed articles 
appearing 

March 31, 1923 
April 7, 1923 
April 14, 1923 
May 12, 1923 
June 2, 1923 
October 8, 1927 
December 11, 1927 

I want to urge upon you that this 
discussion is not an argument in 
favor of inefficient chimneys. It is 
only intended to help you to give 
the unfortunate house owner 2 heat- 
ing plant that will answer, and also 
to enable you to determine when it 
is unsafe to sell even the best of 
heating plants. 





Statement of the Ownership, Manage- 
ment, Circulation, Etc., Required 
by the Act of Congress of 
August 24, 1912, 
of AMERICAN ArTISAN, published weekly 

at Chicago, IIl., for October 1, 1929. 
State of Illinois, County of Cook—ss. 
Before me, a notary public in and for 
the State and county aforesaid, person- 
ally appeared Etta Cohn, who, having 
been duly sworn according to law, de- 
poses and says that she is the business 
manager of AMERICAN ARTISAN, and that 
the following is, to the best of her knowl- 
edge and belief, a true statement of the 
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ownership, management (and if a daily 
paper, the circulation), etc., of the afore- 
said publication for the date shown in 
the above caption, required by the Act 
of August 24, 1912, embodied in Section 
411, Postal Laws and Regulations, print- 
ed on the reverse of this form, to wit: 


1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: 

Publisher — Porter-Spofford-Langtry 
cane 139 North Clark Street, Chicago, 
Ill. 

Editor—George J. Duerr. 

Managing Editor— 

Business Manager—Etta Cohn. 

2. That the owner is: (If owned by 
a corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding 1 per cent or 
more of total amount of stock. If not 
owned by a corporation, the names and 
addresses of the individual owners must 
be given. If owned by a firm, company, 
or other unincorporated concern, its name 
and address, as well as those of each in- 
dividual member, must be given.) 

Porter-Spofford-Langtry Corp., 139 N. 
Clark St., Chicago, Ill. 

H. H. Bede, 139 N. Clark St., Chi- 


cago, Ill. 

J. C. Langtry, 139 N. Clark St., Chi- 
cago, Ill. 

F. D. Porter, 139 N. Clark St., Chi- 
cago, Ill. 


C. W. Spofford, 5 S. Wabash Ave., 
Chicago, III. 

3. That the known bondholders, mort- 
gagees, and other security holders own- 
ing or holding 1 per cent or more of 
total amount of bonds, mortgages, or 
other securities are: (If there are none, 
so state.) 

American Artisan and Hardware Rec- 
ord, Inc. 


4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if any, 
contain not only the list of stockholders 
and security holders as they appear upon 
the books of the company but also, in 
cases where the stockholder or security 
holder appears upon the books of the 
company as trustee or in any other fidu- 
ciary relation, the name of the person or 
corporation for whom such trustee is 
acting, is given; also that the said two 
paragraphs contain statements embracing 
afhant’s full knowledge and belief as to 
the circumstances and conditions under 
which stockholders or security holders 
who do not appear upon the books of 


_the company as trustees, hold stock and 


securities in a capacity other than that of 
a bona fide owner; and this affiant has 
no reason to believe that any other per- 
son, association or corporation has any 
interest direct or indirect «in the said 
stock, bonds or other securities than so 
stated by her. 

5. That the average number of copies 
of this publication sold or distributed, 
through the mails or otherwise, to paid 
subscribers during the six months pre- 
ceding the date shown above is. (This 
information is required from daily pub- 
lications only.) 

Etta Coun, 
Business Manager. 


Sworn to and subscribed before me 
this 20th day of September, 1929. 


(Seal) Saran B. Boynton. 


(My commission expires October 16, 
1932). 
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Central Alloy to Acquire 
Interstate Steel & 
Iron Company 

The Central Alloy Steel Corpora- 
tion of Massillon, Ohio, is now per- 
fecting plans to acquire the Inter- 
state Iron & Steel Company, Chi- 
cago. 

Acquisition of the Interstate hold- 
ings will bring together properties 
having combined assets of more 
than $92,000,000 and will strength- 
en Central’s position in the alloy 
steel industry. 

The Interstate Iron & Steel Com- 
pany operates plants at East Chi- 
cago, Indiana, and South Chicago, 
having a capacity of over 400,000 
tons of finished products a year. 

The Central Alloy Steel Corpora- 
tion specializes in high grade steels. 
In 1928 the corporation became a 
party to an agreement between sev- 
eral American interests and the 
Krupp Works of Germany under 
which the Krupp Nirosta Company 
had been formed to act as agent be- 
tween American alloy steel makers. 

In commenting on the proposed 
acquisition, F. J. Griffiths, chairman 
of the board of directors of the 
Central Steel Corporation, declared 
that the plants of the Interstate are 
well adapted to the production of 
alloy steel and its facilities will 
greatly strengthen the position of 
Central Alloy in the Chicago dis- 
trict, particularly with reference to 
the corrosion resisting alloys. As 
a result, he added, Central Alloy’s 
toncan iron will now be readily 
available to western consumers, 
notably the railroads and the petro- 
leum district. 





Berger Has Useful 
Wall Card with 
Convenient Tables 

The Berger Brothers Company, 
229 Arch Street, Philadelphia, Pa., 
have recently prepared for distribu- 
tion among sheet metal contractors 
an exceedingly useful shop card 
having several tables of everyday 
use to the sheet metal contractor. 
The card is so arranged that it can 
be hung up over the desk and there- 
by made available for ready refer- 
ence. v 
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A request for one of these cards 
sent direct to the company will be 
promptly filled. No charge is made 
for them. 





Heating Systems Corp. 
Begins Production of 
Mechanical Heating Unit 

Heating Systems Corp., Joliet, 
Illinois, is now in production on its 
new mechanical warm air heating 
units. The one shown in the illus- 
tration is the first of five that are 
being built in Joliet. 

It is a welded steel job. It 
weighs approximately 2% tons, is 
built of 1% inch boiler plate, is elec- 
trically welded throughout, with the 
exception of the center joint, which 
is a special design. 

The unit is so constructed that it 
is possible to take it through any 
3t ft. by 7 ft. door. The heater 
stands 83 inches tall, 60 inches wide 
and 105 inches long, is supplied with 
heavy rocker grates and two shak- 
ing levers, permitting the shaking 
of either the front or rear grate sec- 
tion. 

It is fire brick lined and has a fire 
brick protecting collar around the 
neck where gases enter into a sec- 
ondary combustion chamber, also 
fire brick protecting collars where 


gases pass into radiators. Each 
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radiator has four inlets, and cast 
baffles are placed therein for direct- 
ing the gases. Angle irons are 
welded onto the side of body acting 
as shields for the directing of the 
air flow over the heater. 

Two cleanouts are provided for 
in the radiators and the design of 
the heater is such as to permit the 
radiators being turned so as the 
smoke outlet can be taken from the 
front instead of the back. 

It is suitable with oil or gas be- 
cause of the quick heat transfer and 
so designed to take care of any un- 
due expansion of rapid temperature 
changes. 

The capacity of this heater on the 
basis of a combustion rate of 8 
pounds of coal per square foot of 
grate. The heater has a capacity 
of 12,000 CFM from zero to 120 
degrees. There are two sizes, one 
approximately 40 per cent smaller 
than the one described. 





W. C. Markle to 
Speak at Metal 
Branch Meeting 

W. C. Markle, secretary of the 
National Association of Sheet Metal 
Contractors, will have something 
interesting to say to the members of 
the Metal Branch of the National 
Hardware Association. His remarks 











The New Mechanical Heating Unit of Heating Systems Corporation and Its 
Inventor, R. W. Menk 
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will concern themselves with the 
manner in which sheet metal dis- 
tributors can more fully cooperate 
with sheet metal contractors. 


The meeting will be held October 
22nd in the Ohio Avenue hall, 
ground floor of the Hotel Blenheim. 
Chairman Schoedinger will preside. 

On Tuesday at 2 p. m. the -regu- 
lar meeting of the Metal Branch 
will be held in the Ohio Avenue hall, 
which will be attended by repre- 
sentatives of the mills, sheet metal 
distributors and hardware whole- 
salers handling sheet metals. 


One of the principal subjects for 
discussion will be the question of 
holding a Trade Practice Confer- 
ence under the auspices of the Fed- 
eral Trade Commission, at which 
time Honorable M. Markham Flan- 
nery, Chairman of the Trade Prac- 
tice Division of the Federal Trade 
Commission, Washington, D. C., 
will address the meeting. 





Hart & Cooley Tells 
Why They Have Enlarged 
Their Facilities 


The Hart & Cooley Manufactur- 
ing Company, New Britain, Con- 
necticut, has recently issued a very 
attractive booklet entitled “Triple 
Service” in which they describe their 
reasons for having enlarged their 
facilities. 

A short but interesting written 
history of the business is given, the 
location of the three plants and why 
they are located where they are. 


Another very interesting feature 
of the booklet is the pictures of the 
-men who built the business and 
those who will carry it on. Pic- 
tures of the entire sales force are 
also included.- And you may be 
sure that the picture of R. W. 
Blanchard, president and sales man- 
ager, occupies a prominent place 
among this sales group. 





TOO MANY SHOPS 
(Concluded from Page 55) 
the subject I always came back to 
the same conclusion: that there is a 
need for a live sheet metal man in 
this town. After I found that I 


could not interest any of what were 
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then my employers in letting me 
share their business, I decided that 
the only way I could get to be of the 
greatest possible service to the com- 
munity and make a good living for 
myself and family, was to go into 
it on my own. I had then every 
reason to believe that there is plenty 
of work to be done in this town, 
and since I’ve gone into it on my 
own I have had no occasion to 
change my mind. While those al- 
leged competitors of mine are be- 
moaning the fact that sooner or 
later I must fail, because there is 
not enough business to be had, I’m 
out getting business which they don’t 
even know exists. I’m sawing wood 
while they’re warming the seats in 
their shops. And now, if they will 
just continue to warm those seats 
a little longer I will have things my 
own way.” 


So you see, it’s not a question of 
how many others there are in the 
field as it is a question of how well 
those who are there already are fill- 
ing the bill. In the case mentioned 
I happened to know that the young 
man was eminently successful in 
his venture. In spite of the fact 
that one of the largest factories in 
the town had moved away—it is just 
a small town, too—and in spite of 
the fact that his seven competitors 
had prophesied failure for him he 
established his business on the firm 
foundation of filling a real need, and 
none there was who could say him 
nay. Four of his competitors went 
out of business shortly thereafter. 
The remaining three finally reéstab- 
lished themselves after a fashion, 
but before they were able to do this 
he had “captured the town,” so to 
speak, and was soon recognized as 
the leading sheet metal man there. 


A lot of men have their eyes on a 
place where they would like to live. 
Then because they havg not the 
means to live in the place of their 
choice without working, they decide 
to enter business there, instead of 
selecting a place to set up in busi- 
ness where there is a real need for 
the kind of service which they can 
render. That is perhaps one of the 
reasons why the business mortality 
rate is as high as it is in the sheet 
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metal and warm air heating in- 
dustry. 


There is only one yard stick with 
which to measure the chance of suc- 
cess of any business in any locality 
and that is, is there a need for the 
kind of service the business will ren- 
der and will the business be able to 
render that service to the satisfac- 
tion of those who will be required 
to pay for it? 

The young man in question would, 
indeed, have had slim pickings had 
any two of his competitors been 
actively engaged in seeking out 
business in the town. But his in- 
vestigations indicated to him a con- 
dition which contained opportunity 
for the right man and determined 
that he would be that man. 





Stibloy a New Galvanized 
Iron Protective Liquid 
Metal Compound 


Liquid Metal Products, Inc., 231 
South La Salle Street, Chicago, has 
issued a booklet descriptive of a 
new product which they term 
“Stibloy.” 

This product is a metal compound 
in liquid form, developed ta extend 
the life of galvanized surfaces by 
protecting them from the effects of 
atmospheric conditions, and from 
the damage caused by exposure to 
gases, acid fumes, smoke, and brine. 

According to the manufacturer’s 
description of the product, it is not 
a paint, but acts as a primer which 
holds paint, enamel, and lacquer 
firmly when applied to galvanized 
metal surfaces before painting, per- 
mitting the immediate painting of 
new galvanized iron. It also acts as 
a sizing for paper poster signs. 

It is said to protect and preserve 
galvanized roofing, siding, sheeting, 
guttering, downspouts, wire fencing, 
air ducts and other galvanized prod- 
ucts. 

In addition to describing the 
product in considerable detail, the 
booklet also contains fac-similies of 
letters from the Youngstown Sheet 
and Tube Company and the Sher- 
win-Williams Company describing 
the results of tests which these com- 
panies have made with the product. 





> + 
ee ae ae OS a 
a aaa ; 
- ~ “ ot 


Tery 


a oy 


he a 





* ce — “ " 
a a 








cates arate 


ote 




















70 


RANDOM NOTES 
AND SKETCHES 





Kitty—‘Jack says he can read me 
like a book.” 

Phyllis—“‘Perhaps he means, dear, 
that you are a very plain type.” 

a oe 

Miss Merrick, Louisville—“Dad, 
I want some money for my trous- 
seau.” 

E. J. Merrick, President National 
Association of Sheet Metal Con- 
tractors (her father)—“But, my 
dear child, I didn’t even know you 
were engaged.” 

Miss Merrick—‘“Good heavens, 
Dad! Don’t you ever read AmErI- 
CAN ARTISAN?” 

a ae 

Beggar to Mrs. Albert J. Wagner, 
Chicago—“Kind lady, I was not 
always like this.” 

Mrs. Wagner—“No. Last week 
it was your other arm that was miss- 
ing.” 

ee ae 

Art Lamneck, W. E. Lamneck 
Co., Columbus, was playing alone. 
Two boys kept following him 
around the course. At the ninth 
hole he turned to the boys and said: 
“You'll never learn to play watching 
me.” 

“We're not watching you,” said 
one of the boys. “We’re going fish- 
ing as soon as you dig up some 
more worms.” 

et eo 

Jack—“So your father demurred 
at first because he didn’t want to lose 
you ?” 

Ethel—“Yes, but I won his con- 
sent. I told him that he need not 
lose me. We could live with him, 
and so he would not only have me, 
but a son-in-law to boot.” 

Jack—‘‘H’m! I don’t like that ex- 
pression ‘to boot.’ ” 

io oe 

I had a very pleasant visit with 
Harry Jones, Standard Metal Mfg. 
Co., Indianapolis, on Wednesday of 
this week. It seems that there was 





BY 
SIDNEY ARNOLD 








some kind of an important baseball 
game in the city on that day, and 
there may have been some connec- 
tion between that and°the fact that 
Harry was in town. He said, how- 
ever, that he came up especially to 
invite me down to the Indiana Sheet 
Metal District meeting that is to be 
held in Hammond on the night of 
the 21st. I believe him. 
SS bs. 

“Please, ma’am, may we borrow 
your phonograph ?” 

“Do you want to dance 

“No, we wanta sleep.” 

te ek 

Mr. L. W. Zahner of A. Zahner 
& Co., 3041 Wyandotte St., Kansas 
City, Mo., had the surprise of his 
life the other day when his neighbor 


PE) 


‘told him this one: 


Mr. Zahner’s little daughter, Mar- 
garet Ann, was paying her new 
neighbor a visit when the woman 
remarked about her having such 
beautiful, auburn, curly hair, and 
asked her: “Has your mother curly 
hair?” “No,” she answered. “Has 
your daddy curly hair?’ continued 
the new neighbor. “No,” said Mar- 
garet Ann, “but our next door 
neighbor has.” 

* * * 

Harry Rhodes, Grand Rapids— 

“Remember when we first met in 


-the revolving door at the postoffice ?” 

















Frank Ederle, Detroit—‘That 
wasn’t the first time we met.” 
Harry—“Well, that’s when we 
began going around together.” 
t's 5 
Abie—‘Dat’s a captivating dress 
Rebecca has on tonight.” 
-Ikie—“Yass; I kepta vating a 
long time before I bought it for 
her.” 
a ae 
Thanks to the Crossword Puzzle 
First Flea—‘“So you've left that 
old hyena, eh?” 
Second Flea—‘‘Yeah, I’ve got me 
a gnu location.” 
ee 
Disturbed Customer—“The shoes 
you sold me haven’t any tongues.” 
Salesman (affably)—‘“‘Well, you 
said you like to dress as quietly as 
possible.” 
. * ss 
Frank Mehrings of Meyer Fur- 
nace Co.—“This blueberry pie tastes 
queer, dear.” 
Mrs. Frank—‘Perhaps I put too 
much bluing in it.” 
oe  - 
William Bohnett, 5216 Broadway, 
Chicago, sheet metal contractor, said 


to me the other day that a financial 


man from Wall Street told that 
“scientist studying fish that live a 
mile deep in water might first com- 
plete study of those living on the 


surface.” 
x * x 


E. R. Smale, Mohr-Jones Co., 
Racine—“Why is it that so many 
men have nervous prostration these 
days ?” 

His boss, G. G. Jones—“They’ve 
always had it, only we used to call 
it delirium tremens.” 

a 

I had a short chat with Ed 
Stahler of the G. & S. Stove & 
Furnace Co., Chicago, on Friday. 
Ed is recovering from a severe cold. 
Too much furnace work, I guess. 
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REDESIGNED FRAME 
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No. 1,326,096 


Po 
MALLEABLE IRON HANDLE 


Patented December 23, 1919, 
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“UNXLD” DAMPER QUADRANT 
LARGER BEARING SURFACE 















A new quadrant for regulating dampers in hot and cold 
air ducts, blower systems, etc., with these improvements: 


LARGER BEARING SURFACE. The new 
type quadrant provides a much larger bearing 
surface for the rod, eliminating the possibility of 
the rod slipping out, and also doing away with 
the objectionable rattling of the damper. 


MALLEABLE IRON HANDLE. The handle 
of the new quadrant is made of malleable iron. 


It is more rigid than the old handle and makes a 
much neater installation. 


REDESIGNED FRAME. The frame of the 
3/8” Quadrant is smaller than that of the old 
model. This size was determined to be the most 
practical for regulating dampers that require a 
3/8” Quadrant. The frame of the 1/2” Quadrant 
will remain the same size. 


Order From Your Jobber 
HYRO MANUFACTURING COMPANY, INc. 


Sheet Metal Workers’ Tools and Hardware Specialties 


202 VARICK STREET ’ 


7 y r 


NEW YORK 
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When writing mention AMERICAN ARTISAN—Thank you! 
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VERY dot on the map above 

represents a city in which one 
or more members of the ARMCO 
Distributors’ Association of Amer- 
ica carry a warehouse stock of 
ARMCO Ingot Iron. 


You can make bigger profits, by 
using ARMCO Ingot Iron. Its last- 
ing service not only results in satis- 
fied customers, but it also builds 
good will for you. Your customers 
have learned of the quality of 


near you ~ 











ARMCO Ingot Iron through fifteen 
years of national advertising and 
more than twenty-two years of ac- 
tual service in all parts of the world. 
When you recommend the iron they 
know is good, it helps you get 
the job. 


Get in touch with one of the mem- 
ber companies on the opposite page, 
and start today to increase your 
profits with this enduring sheet 
metal. 


“Galvanized Sheets Protect’ 














ARMCO DISTRIBUTORS’ 


Executive offices: 








Mention AMERICAN ARTISAN in your reply—Thank you! 
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Any of these members will be 
glad to serve your needs 


Albany, N. Y. 
James Ackroyd & Sons, Inc. 
The Albany Steel & Iron Supply 
Company, Inc. 
Atlanta, Ga. 
Conklin Tin Plate & Metal Co. 


Baltimore, Md. 
Arnold & Co. 
Birmingham, Ala. 
The George F. Wheelock Co. 
Boston, Mass. 
Brown-Wales Co. 
Richards Co., Inc. 
Bridgeport, Conn. 
Chapin & Bangs Co. 
Buffalo, N. Y. . 
The J. M. & L. A. Osborn Co. 
The Republic Metalware Co. 


Cambridge, Mass. 
Lamb & Ritchie Co. 


Chattanooga, Tenn. 
National Metal Products Co. 
Chicago, Ill. ; ; 
Milwaukee Corrugating Co. 
The Republic Metalware Co. 


Cincinnati, Ohio 

Ferdinand Dieckmann Co. 

Follansbee Bros. Co. 

The F. H. Lawson Co. 
Cleveland, Ohio 

The J. M. & L. A. Osborn Co. 
Columbus, Ohio 

F. O. Schoedinger 

Vorys Brothers, Inc. 
Dallas, Texas 

Moncrief-Lenoir Mfg. Co. 
Dayton, Ohio 

The F. H. Lawson Co. 

The Ohio Metal & Mfg. Co. 
Des Moines, Iowa 

Luthe Hardware Co. 
Detroit, Mich. 

Follansbee Bros. Co. 

The J. M. & L. A. Osborn Co, 
Fall River, Mass. 

The Congdon & Carpenter Co. 
Fort Smith, Ark. 

Hammond Sheet Metal Co. 
Harlingen, Texas 

Moncrief-Lenoir Mfg. Co. 

Peden Iron & Steel Co. 
Harrisburg, Pa. 

York Corrugating Co. 
Hartford, Conn. 

The Blodgett & Clapp Co. 
Houston, Texas 

Moncrief-Lenoir Mfg. Co. 

Peden Iron & Steel Co. 
Huntington, W. Va. 

Banks-Miller Supply Co. 


Indianapolis, Ind. 
Follansbee Bros. Co. 
The Standard Metal Co. 


Kansas City, Mo. 
Milwaukee Corrugating Co. 
Townley Metal & Hardware Co. 
Knoxville, Tenn. 


C. M. McClung & Co. 
La Crosse, Wis. 
Milwaukee Corrugating Co. 


Lewiston, Me. 
Brown-Wales Co. 


Los Angeles, Calif. 
California Cornice Works, Inc. 
Holbrook, Merrill & Stetson 
Louisville, Ky. 
The Conner Mfg. Co. 
Follansbee Bros. Co. 
Memphis, Tenn. 
Follansbee Bros. Co. 
Pidgeon-Thomas Iron Co. 


Milwaukee, Wis. 


Follansbee Bros. Co. 

Milwaukee Corrugating Co. 
Minneapolis, Minn. 

Farwell, Ozmun, Kirk & Co. 
Mobile, Ala. 

Turner Supply Co. 
Nashville, Tenn. 

Follansbee Bros. Co. 
Newark, N. J. 

James A. Coe & Co. 

Mapes & Sprowl Steel Co. 
New Haven, Conn. 

The C. S. Mersick & Co. 
New Orleans, La. 


The Orleans Steel Products Co., Inc. 


Greater New York 
Bruce & Cook, Inc. 
The Republic Metalware Co. 
Oakland, Calif. 
Dunham, Carrigan & Hayden Co. 
Tay-Holbrook, Inc. 
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Omaha, Neb. 
Ceco Steel & Wire Co. 


Peoria, Ill. 

Ceco Steel & Wire Co. 
Philadelphia, Pa. 

Berger Bros. Co. 

David Lupton’s Sons Co. 

Merchant & Evans Co. 

Horace T. Potts & Co. 

W. F. Potts, Son & Co., Inc. 
Pittsburgh, Pa. 

Demmler Bros. Co. 

Follansbee Bros. Co. 

McClure-Johnson Co. 
Portland, Me. 

E. Corey & Co. 
Portland, Ore. 

Jacobs & Gile 
Providence, R. I. 

Brown-Wales Co. 

The Congdon & Carpenter Co. 
Richmond, Va. 

Gordon Metal Co. 
Rochester, N. Y. 

Follansbee Bros. Co. 
Sacramento, Calif. 

Tay-Holbrook, Inc. 
St. Louis, Mo. 

Hammond Sheet Metal Co. 
St. Paul, Minn. 

Farwell, Ozmun, Kirk & Co. 
Salt Lake City, Utah 

Strevell-Paterson Hdwe. Co. 
San Antonio, Texas 

Moncrief-Lenoir Mfg. Co. 

Peden Iron & Steel Co. 
San Francisco, Calif. 

The Americal Rolling Mill Co. 

of California 

Dunham, Carrigan & Hayden Co. 

Tay-Holbrook, Ine. 
Savannah, Ga. 

Conklin Tin Plate & Metal Co. 
South Bend, Ind. 

The Ometco Supply Co. 
Terre Haute, Ind. 

Braden Mfg. Co. 
Washington, D. C. 

York Corrugating Co. 
Waterbury, Conn. 

The Henry Weyand Co. 
Worcester, Mass. 

Geo. F. Blake, Inc. 
York, Pa. 

York Corrugating Co. 
Toronto, Ont., Canada 

Wheeler & Bain, Ltd. 
Montreal, Que., Canada 

Robert W. Bartram, Ltd. 
Vancouver, B. C., Canada 


McLennan, McFeeley & Prior, Ltd. 


Victoria, B. C., Canada 
McLennan, McFeely & Prior, Ltd. 











ASSOCIATION OF AMERICA 


Middletown, Ohio 








Say you saw it in AMERICAN ARTISAN—Thank you! 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN is the only publication containing Western 
Metal, Furnace Supply and Hardware prices corrected weekly 


Note: These Py 


es Are Chicago 


Warehouse Prices of Metal, to 
Which Must Be Added Freight 
to Cities Outside of Chicago. 








METALS 
PIG IRON 
Chicago Fady., 
hs ee Serer ee $20 00 
Southern Fdy. No. 2....... 21 61 
Lake Superior ures 27 04 
Malleable ......cceeeeceees 00 


FIRST QUALITY BRIGHT 
CHARCOAL TIN PLATES 


Ic 20x28 112 sheets O88 ae 
x 20X28 ...eeesseee 60 
(xx 20x28 66 sheets.... 14 50 
C X28 we eee cocccee 16 60 


xxXX 20 
(xXxxx 20x28 1T 00 


TERNE PLATES 
Per Box 
IC 20x28, 40-lb. 112 sheets $26 70 


20x28, 40-lb. 112 sheets 29 70 
IC 20x28, 265-lb. 


eeeeeeeeoseose 


3 \. 
IV 20x28, 20-Ib. 112 sheets 23 00 
“ARMCO” INGOT IRON PLATES 


No. 8 ga.—100 Ibs. ........$4 16 
8/16 in. rr Ibs, ..ceeeee -- 4 06 
% in.—100 Ibs........-eeee - 3 86 


COKE PLATES 

k 80 Ibs., base, 20x28 $12 00 
yw ng 90 lbs., base, 20x28 13 20 
Cokes, 100 Ibs., base, 20x28 12 40 
—, 107 Ibs., base, IC 


palaces « Spin 12 76 
* iG ibe, base, ix 
cokes, pebiong Peasy 14 76 
Cokes, 165 ‘Ibs, base, 2X, — 
cokes, it Ibs., base 3X, spa 
errr 
coKes, 196 Aaehoges tet 10 26 


ANNEALED SHEETS 
BLUE ga.....per 100 lbs. $3 35 


Base 
“armco” 10 ga. -per 100 Ibs. 4 16 


ONE PASS COLD BEOLLED 
BLACK 
per 100 Ibs. $3 85 
per 100 lbs. 4 90 
per 100 Ibe. 4 06 
.-per 100 Ibs. 4 16 
per 100 Ibs. 4 20 
-per 100 Ibs. 4 30 
-per 100 Ibs. 4 46 
~ per 100 Ibs. 4 65 





; “ARMCO” GALVANIZED 
“armco” 24....per 100 Ibs. $6 1 


GALVANIZED 
Boe, 26 waco aves per 100 Ibs. $4 40 
No. 18 ....00- --per 100 Ibs. 665 
NO. 20 ..ceeeeee per 100 Ibs. 4 70 
We. BB ncccceces per 100 lbs. 4 75 
We, B46 .cccccces r 100 Ibs. 4 90 
No. 26 ...ccceee per 100 Ibs. 5 15 
BB. BT. oo cv covsic per 100 lbs. 5 26 
No. 28 ...-s000- per 100 Ibs. 5 40 
No. 80 ...ccccee per 100 Ibs. 6& 80 

BAR SOLDER 


100 lbs. 30 61 
per 100 ibs. 29 26 


eeeeeeeeee 


Warranted 50-50 ae 100 Ibs. $31 26 
48-52 
45-55 


ee ee 


Plumbers’ ..... per 100 lbs. 27 26 
ZINC 

Sm BIADS . occ vccccecevsseses $ 7 35 

SHEET ZINC 

Cask Lots (600 HRD.) - 00000 ogSRt 76 

Sheet Lote ..... wecocces 13 76 
BRASS 

Sheets, Chicago base....... 24%c 

BHU . BAGO... 0.65007 + 005.00 i000 23%c 

Tubing, brazed, Chicago base Hy}. 

BETTE BABA 2c ccccccccccsccs 


Tubing, seamless, 

base 
Mill base 
Wire, Chicago base . 
Mill base 


eee ee eee eee eee eewee 





Rods, Chicago base 
ti a Yee ok A ee 
COPPER 
Sheets, Chicago base....... 
Bete (DARD . csecsdcdbonssave 
Tubing, seamless, Chicago 
Me cocbséntedaksusenes ou 0 
, fe” | Sr rs i 9% 


Wire, plain rd., 8 B. & S. Go. 
and heavier 2 


LEAD 
American Pig ....ccccccers $7 60 
pis nwa am ie eesteucdueoesetee or 
TIN 
Mar Pin: cssees per 100 lbs. $53 00 
Pig Tin .ccce --per 100 lbs. 52 00 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR FURNACE 
FITTINGS AND ACCES.- 
SORIES. 

ASBESTOS 


Paper up to 1/16......6c per lb. 
Roll board ........ --7%c per lb. 


» Mill board 3/32 to %, 7%c per Ib. 


Corrugated Paper (260 
sq. ft. to roll)....$6 00 per roll 


BRUSHES 


Furnace Pipe Cleaning 
Bristle with handle each $0 76 


Flue Cleaning 
Steel only, each ......... 1 36 


CEMENT, FURNACE 


American Seal, 6-lb. cans, net $ 45 
American Seal, 10-lb. cans, net 86 
American Seal, 26-1b. a cet net ; 26 


POCOTR ccccccces 10 60 
CHIMNEY. TOPS 
Adams’ Revolving 
Wt. Doz. Price Dos. 


4 in.........21 Ibs.........$11 00 
6 im.....+++24 Ibs......... 11 60 
7 in........-80 Ibs......... 18 60 
8 in.......++88 Mba......eee . 00 
9 in.......+-61 Ibs......-6- 16 50 
eoececeecD6 IDB... eee is oe 

ooeeee 66 Ibs......2.. 23 00 
7 eppeseds  k —eeppeppee FS 


CLINKER TONGS 
Bach ....ccceccesccsecs o+++81 60 


Damper 
No-Rivet Steel, with tail 
pieces, per gross........$9 60 
Rivet Steel, rei tail 
pieces, per gross........ 7 50 
Tail pieces, per gross..... 2 40 
COPPERS—Soldering 
Pointed Roofing 
3 > and heavier....per lb. 40c 
ae ecceeess- per Ib. 45c 
CSI Bar Bb 48c 
1% Ib. -per lb. 65c 
ib pehesbeecbenes ° : per Ib. 60c¢ 
CORNICE BRAKES 
Chi 
Nos. to 6 
conenwe 
ag ne plain, round or cor. % 
MOE nocccquvedseue eoeeee 
Hd 


8 inch, each...... coccccees 2 OO 
9 inch, each..... 66 co ceboene 2 26 
End Check 

8 inch, each........ cosccee & OO 
9 inch, each........... vores 2 
8 imch, OACB...ccccccccccce 60 
O MMOR, CBORD cc ccccascsccces 66 


DB SOR ONE ccc ccccccccess San 
9 inch, doz..... cencecersce S00 
10 imch, doz..... . 8 0 


Adams’ Sheet Metal 


FT tmoh, GOS..cccccccccscccere $1 60 
8 inch, doz.... ree 
9 inch, doz.... 
10 imch, GOS... .cccccccccccoes 
13 imch, GOS..ccccccsecscceses 
SO CE, Gai cc cccccccdsecce 6 00 


EAVES TROUGH 


Galv. Crimpedge, crated..75-10% 
Zinc, “Barnes” ........ 60% 


ELBOWS 
Conductor Pipe 
Galv. plain or corrugated, 
round flat Crimp, 
28 Gauge ..ccccsceceeeseee 60% 


BC GOMBO cccccccccccccecers 45% 
24 Gauge .....eeeeeceeeeee 16% 
Galv. Terne Steel 
Plain Rd. and Rd. Corr.: 
Se S. Sevebetoereceeecaswe 60% 
96 GO. codccvccccccosccccsQem 
BEM. d0cccdestenveceedeae 15% 
Square Corrugated 
No. 28 Gauge .........00% - 60% 
BS ED i dh oda iisccneecssd% 35% 
Portico Elbows 


Standard Gauge Conductor Pipe, 
Plain or corrugated. 


Not nested nase rapes een ne 

Nested Solid ...........70 & 6 
Sq. Corr., A. & B. & Octagon 

OB Gls. npudds seeds cece 2200 60% 

BE BSc cict cbccvec'ss occces cele 
Portico 

bet) i) Da ey | > 
Cepper 

16 oz., all designa......... 40% 
Zinc— 

All styles ....... 600s 00e00 60% 


ELBOWS—Stove Pipe 


1-piece Corrugated. Uniform Blue 

“Milcor” No. 28 Gauge. Doz. 
GOBER cicccccccdvocessncocsge & 
COMMER cccccvecesne coeccsqoe & ae 
CADGR: -wevsrcccccvccsceccees & VO 


Special Corrugated 


6-inch 
7-inch 


Adjustable—Uniform Blue 
“Milcor” No, 28 Gauge. Uniform 


Blue. 
6-inch 
6-inch 
7-ineh 

WOOD FACES—6é0% off list. 


cocccccccesevcccsccee Gh 60 


eccccccccccccccccvces AT 


seeccccerecccccscccss 3 10 


726-6-12%% (100 rods)...$28 68 
1948-6-14%% (100 rods)... 43 62 


FILES AND RASPS 
Heller’s (American) ......60-10% 





FIRE POTS 


Geo. W. Diener Mfg. Co. 


Ba 
No. 02 Gasoline Torch, 1 
Obs casncocesccccceencceh. & 2 


No. 9250, Kerosene, or 
Gasoline Torch, 1 qt... 


No. 10 Tinner’s Furn. 
Square tank, 1 gal..... 11 3¢ 


No. 15 Ne Furn. 
Round tank, 1 gal..... 10 T¢ 


ae. A Gas Soldering Fur- 


Corer eeeeeereeses 


110 Automatic Gas 
g Furnace 


No. 


Solderin, coos 10 0 


GALVANIZED WARS 


Pails fGaiv. after made), 
10-q Sessoccccde veccecccOl OO 


» -% (oni. after made). 


= paper paevceneliniaes "5 

PE ascecensen'scices Oe 
GLASS 

pe ~~ pecan ath a 

a eo 7. +10 87% 


Double Seoenath, A, all 
brackets Sea bbepwes So's 66 85% 


Double pila . B, all 
owe Boe eth 


HANGERS 


Conductor Pipe 


Milcor Perfection Wire.....35% 
Milcor Triplex Wire.......10% 
Eaves 


Milcor Steel (galv. after 
forming) from List......50% 


a? 4 Selfiock BH. T. ven 


HOOKS 
Conductor 
“Direct Drive’ Wrought 
Iron for wood or 16% 


“Front-Rank,” Automatic 
In single lots...........+..60@ 
In lots of 10 or more....50-5% 
In lots of 26 or more...50-10% 
Vapor pans, etc., each.....50% 


LIFTERS 
Stove Cover 


Coppered ........per gro. §6 0@ 
Alaska ..........-per gro. 4 V6 


MALLETS 
Tinners 
Hickory .........per dos. §3 26 
MITRES 
Galvanized steel mitres 
28 Ga. PYTUR IVIL ITT TT TTT. 
26 Ga. esvvdeesvecesesoaccGemee 
NAILS 
Cut Steel, base ......... -.84 0 
Wire 
Common Wire, L. C. L...... 3 20 
Cement Coated .....s.ceee0. 3 20 


(Continued on page 76) 
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MASHALLTOWN 


Rotary Throatless Shears 


oO three moving Parts—takes sheets of unlimited 
width and up to % inch gauge. 

Cuts curves in any direction—straight—circular or any 
irregular shape desired. 

Easy to operate—hand or power—nothing 
to get out of order—a speedy worker and 
the shear keeps sharp even after months 
of hard use. 


SS 


Other 

MARSHALLTOWN 

achines 

No. 18 HAND 

POWER 

THROATLESS 
SHEARS—FOR 
EVERY SHOP 


PLATE 
BENDING 
ROLLS 













The No. 10 
Marshalltown 
Throatless 
Shear in 





PRESSURE 
GAUGES 


SPLITTING 
SHEARS 








BEVEL SHEARS 
PUNCH 
PRESSES, ETC, 











MARSHALLTOWN MANUFACTURING CO. 
MARSHALLTOWN, IOWA 











CHICAGO STEEL SLITTING SHEAR | 


LIGHT—POWERFUL 
DURABLE 


Capacity 10 gauge sheets 
Any Length or Width 
Flat Bars 3/16x2” 
Weight 22 pounds 


Price $15.00 Net 
F. O. B. Chicago 
Made of pressed steel and equipped with 
hold-down. Blades of highest grade cru- 


cible steel. Most indispensable high grade shears made. Equal to 
other shears selling at over twice the price. ORDER YOURS TODAY. 


DREIS & KRUMP MFG. CO., 7404 Loomis St., Chicago 
























NEW 
MODEL 


CHICAGO ELBOW MACHINE 


NOW READY FOR SHIPMENT 
WRITE FOR FULL INFORMATiO% 


MAPLEWOOD MACHINERY CO, 


2634 FULLERTON AVE 
CHICAGO. ILL 





75 





r 






Plain Round 


NEVER MADE WITHOUT THIS 


td 
TRADE FE Diochmann, MARK 
a 
a natal 


Quality and Service Made ’em Famous 





Made of one piece of heavy gauge material, 

in all styles and angles from 10 to 90 

degrees, of 24, 26, 28 ga. ternes, then 
galvanized after formation. 


DIECKMANN 
Elbows and Shoes 


are the standard of the market 
and always give satisfaction 


Send for new catalogue 26 showing complete line 


The Ferdinand Dieckmann Co. 
P. O. Station B, Cincinnati, O. 


Square 
Corrugated 


Style A 





Not made lighter than 
28 ga. or 16 oz. copper 











Say you saw it in AMERICAN ARTISAN—Thank you! 
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AMERICAN 


ADVERTISERS’ INDEX 


The dash (—) indicates that the advertisement runs 
on a regular schedule but does not appear in this issue. 


A 

AsO DRG Heyy rabies +++ cheapes -— 
Aeolus-Dickinson Co. .......++ 77 
Agricola Furnace Co.........-. od 
Alamo Heater Co........-..+++-+ 50 
American Brass Co.,........+-. oe 
American Fdy. & Furnace Co. -— 
American Furnace Co......... 45 
American Wood Register Co... 50 
Armco Distributors Assn. of 

pS ae ere tye: eee 72-73 
ASOR CO, cbe3's ct OP da Pere cccees 82 
Auer Register Co.....,....... 48 
Automatic Humidifier Co..,... — 

B 

B. & Bi Be BAsek isc soaest es a= 
Barnes Metal Prod, Co....,.... — 
Boh & C6. ov sesieaete veers soe 50 
Berger Wren. CWie e146 003 3 99222 77 
Bertach) &: Cos. ...0.0.558he08 sauce 3m 
Brillion Furnace Co..........++ —_— 
og ee re rene - 


Burgess Soldering Furnace Co. 


Cc 


Central Alloy Steel Corp....., 
Chicago Furnace Supply Co.... 50 


Cleveland Castings Pattern 
OD. 62 vies 000024050 beaeee 50 
Connors Paint Co., Wm........ _ 
D 
ge as ee eee See _ 
Dieckmann Co., Ferdinand.... 75 
Diener Mfg. Co., Geo. W....... 79 
Dreis & Krump Mfg. Co....... 75 
E 
ee MN, MOO snes bv or'vwcad ows _ 
NS TE Ca wile wun be — 
F 
PORN WG... ac tesa aes _— 
Parris Farmace Co... oéssers ieee oo 
Forest City- Walworth Run 
eS eT Sa ae eee _ 
Fort Shelby Hotel............. 77 
Ox Paes OG... oe ioc oe 
G 
Gerock Bros. Mfg. Co.......... 77 
H 
Harrington & King Perf. Co... 77 
Mast @ Cosley Co. 2... 06 tka — 
Heating Systems Corp......... 44 
Henry Furnace & Foundry 
ee ee ee 45 


es Dh Wa aids 4s0.0 ccs 8 eh oleae 
Wm. Highton & Sons Div...... 
Homer Furnace Co............ 
ee | rt 
po A Re Ve re 71 


Independent Reg. & Mfg. Co... 50 
JolanGuBtéel eis si bik Vaeeac a 
Interstate 


Kirk-Latty Co. 
Ku-No Register } 


L 
Lakeside Co. ....-.cccccccccees 48 
Lamneck & Co., W. E.......++ = 
Lamson & Sessions Co., The... 79 
Langenberg Mfg. Co.........-- — 
La Salle Machine Works....... - 
Lennox Furnace Co...........+. —- 
Lupton’s Sons Co,, David...... — 

M 


Magirl Foundry & Furnace Co. 
Majestic Co. 


eee ee 


Maplewood steaiant Co aes-« 75 
Marshall Furnace Co..44++.-.+-- 43 
Marshalltown Mfg, “ney a es 75 
May-Fiebeger Co. ...see5+-+s -- 
MclIllvaine Burner Corp........ 79 
DEE SS tcc bs eve digse 54 
Ware Be 8Os,,. . Fe ccccsenseves _ 
Meyer Furnace Co............. -- 
Midland Furnace Co........... - 
PELier MAES. Go., Th. Ta... cscve — 
Miller & Doing, Inc........... _— 


Milwaukee Corr. Co...Back Cover 
Mt. Vernon Furn, & Mfg. Co... 


N 
National Super-Service Co..... 48 
New Jersey Zinc Sales Co., 
Meader ad tacewkhev eh eases _ 
Oo 
Osborn Co., The J. M. L. A.... — 
P 
Parker, Kalon Corp............ 83 
Rs Es io ee WAR oe ee awa 82 
Perfect Humidifier Co......... = 
Premier Warm Air Heater 
Ce 2. oe sak we sei andvncoweer 42 
Q 
Quincy Patterm Co......ccsieee 50 
R 
Richardson & Boynton Co..... 53 
Robinson Ca.2k. Bossi ccivaoe 51 
Rock Island Register Co....... — 
Rockford Sheet Steel Co....... 79 


Ryerson & Sons, Inc., Jos. T... 79 


S 
ge S| er eine 49 
Dee Ses WE Mes ee cacy cs 46-47 
Sheet Steel Trade Extension 
CNR 6-56 bbe dow abies es é -- 
Co A ee eee — 
Standard Fdy. & Furnace Co... — 
Standard Ventilator Co........ 79 
Bt, SOUts Taek. Iasst...'.. vvccece _ 
Success Heater Mfg. Co....... 
Lh ah skis Gh eos edarey Front Cover 
= 
TGeee tie ee. G... ocnnwcduer - 
Technical Products Co..... wee 
Tuttle & Bailey Mfg. Co....... 50 
XXth Century Htg. & Mfg. 
Pe EE ne <a es —_— 
Vv 
Vedder Pattern Works...... oe WO 
Viking: Pheer Co..asccsacsanee 79 
WwW 
Watt Mie. COicc diss scar dies oa 


Warm Air Furnace Fan Co.... — 
Waterman-Waterbury Co. 

Western Steel Products Co.... 
Williamson Heater Co......... 
Wise Furnace Co.....-+..ee+e6 
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PASTE 


Asbestos Dry Paste: — 


200-lb. barrel ...........$14 00 
100-lb. barrel 


coccncccces 4-80 


SOI. PAM ..cccccccccce 4 Oe 
BOD. DAS ccccccrdepccee S OO 
Gelb. DAS ccccccccccces 65 
2%-lb. cartons ..... eee 26 
POKERS, FURNACE 
MAGN iodine eascccevecsxese Oe 


POKEKS, STOVE 


Nickel Plated, coil handles, 
per doz. 

W’r'’t Steel, 
per doz. 


str’t or bent, 


$0 75 


PIPE 
Conductor 
Cor. Rd., Plain Rd., or Sq. 


Galvanized 


Crated and nested (all 

BAUCCS) 2... cee eee ee 1b-THRH 
Crated and not nested 

(ali gauges) ........ +16-2%4% 


Furnace Pipe 


Double Wall Pipe and 
Fittings ............60&10% 
Single Wall Pipe, Round 
alvanized Pipe ....50&10% 
Galvanized and Tin Fit- 
CURES ve rccccscccesc sae 


Lead 


Per 100 Ibs. ..........+-$13 60 


Steve Pipe 


“Milcor” ‘“‘Titelock” Uniform Blue 
Stove 


28 gauge, 6 inch U. C. 
MOBO cccccscccccccese Ak OO 

28 = 6 inch U. C. 
nest eovcscoeccocces Ba OO 

28 gauge, 7 inch U. C. 
nes coccnsccsosscess BO: OU 

o* “cauge, 6 inch U. 

WON cectccesicsccses AO ae 

a0" eau , 6 inch U. C. 
cdphedoisdcecds C2 0 

80° re e, “7 inch U. C. 
nest ghbainnsn eeene ees eee 


T-Joint Made up 
6-inch, 28 ga....per dos § 3 40 


Zine 
No. 11, all styles .......+0.-60% 
PULLEYS 
Furnace beanie doz. $0 2 
gro. 


" -per 
Furnace Screw “‘obemelet) 


ccccccscccsccoscce per Goh 76 


PUTTY 


Commercial Putty, 100-Ib. 
Ki LOT TTF 
ADRANTS 


U. 
Malleable , Damper......10% 


BEDUCERS—Oval Stove Pipe 


Per Doz. 
7—6, 28-gauge, 1 doz. in 
CRPTOR cocecccncccvcccccecsee. OO 


REGISTERS AND BORDERS 


Baseboard, Floor and Wall 


Cast TFOm cccccccccvccccccced 
Steel and om. Steel ......388% 
Baseboard, 1 piece . 383% -20 
Baseboard, 2 piece ........48% 
WOM  seccensarke oonane 

Adjustable Ceiling * Ventilators 





ee 


Japanned, Bronzed a: 
Plated, 4x6 to Mesias +200 +38%% 
Large Register Fac ast, 
14x14 to 38x42 ........+.+.60% 
Large Register Faces—Steel, 
14x14 to 88x42 .......+++.60% 


—. Register 


OR ococececcccecbcc a ae 
Small, Per PAlr .cccccccce 30 
Large, Per Pal .cccccvecee 60 


BIDGE ROLL 


Galv., Plain Ridge Roll, 
D°AIE cccccccccccccces s 10° -E% 


Galv., Plain Ridge Roll 
OTOBOD cccicvccoscccccccs tern’ 


SCREWS 
Sheet Metal 


7, %4x%, per gross 
No. 10, %x3/16, per gross 
No. 14, %x%, per gross.. &Y 


SHEARS, TINNERS’ 
i MACHINISTS’ 
VIKING occ cee vecrcceceeee ee S33 00 
Lennox Throatless 
|) nt ere rr err | 
Shear Dlades ......eeeeeee LOH 
(f. o, b. Marshalltown, Iewa) 


SHIELDS, ADJUSTABLE 
BADIATOR 


11” to 17”....30% 
14” to 24”....80% 
85” to 66”....30% 


No. 1 “Gem” 
No. 3 “Gem” 
No. 8 “Gem” 


SHOES 


Galv. 28 Gauge, Plain or cor- 
rugated round flat crimp. .60% 

26 gauge round flat crimp..46% 

24 gauge round flat crimp..16% 


SNIPS, TINNERS 


Clover Leaf ...........40 & 10% 
National .......+++++---40 & 10% 
MUCOP a. ciccvcccccccccccccccs NG 


SQUARES 


Steel and Iron ....eeeeeesse NOt 
(Add for bluing $3 per doz. net) 
Mitre ..cccccescccccsocccccccclInGt 
Try and Bevel .........++--Net 
Try and Mitre ......++++++-Net 
Fox’S ..ccccessees per G06. $6 00 


Winterbettom’s ........+++++-10% 


STOPPEES, FLUE 


Common .......+-..per doz. §1 16 
Gem, No. 1 ......-.per doz. 1 10 
Gem, flat, No. 3....per doz. 1 00 


VENTILATORS 
Standard ........-+++..30 to 40% 


Black annealed wire, No. 9, 

per 100 Ibs. ......esee00. 88 30 
Galvanized barb wire, per 

100 IBS. ccccccccccccccccee 8 OO 
Cattle Wire—galvanized catch 

weight spool, per 100 Ibs.. 3 80 
Galvanized Plain Wire, Ne. 

9, per 100 Ibs.........e0. 3 76 
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PERFORATED METALS 
HE and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 


For All Screening, Ventilating and Draining 
EVERYTHING IN PERFORATED METAL 


THE HARRINGTON & KING PERFO 


4* 5649 FILLMORE ST.-CHICAGO. ILI 


Toco. “NEW YORK OFF 


+ 














GEROCK BROS. MFG. CO. 
SHEET METAL ORNAMENTS 


AND STATUARY 
1252 So. Vandeventer Ave., St. Louis, Mo., U.S.A. 
Write for Catalogue 











319 cw 


EOLUS Improved Double 
Syphon Ventilators give 
10% more power than for- 
merly, according to Armour 
Institute Tests. 


ALOLUS DICKINSON 


Industrial ane of Paul Dickinson, 
nc. 


3340 South Artesian Avenue 
Chicago, III. 














-B.B.- LINE OF SHEET METAL 
SUPPLIES 


B.B. CONDUCTOR HOOKS anp GUTTER HANGERS 

*“*“SHUR-LOCK"’ CONDUCTOR PIPE 

OCTAGON AND POLYGON CONDUCTOR PIPE 

“E-Z FIT’? EAVES TROUGH 

**QUAKER CITY’’ MITRES, ENDS, CAPS AND 
OUTLETS 

EAVE TROUGH STRAP AND ROD HANGERS 

ORNAMENTAL CONDUCTOR STRAPS AND ENDS 


YOUR JOBBER CARRIES THEM IN 
STOCK FOR PROMPT SHIPMENT 


Manufactured by 


BERGER BROS. CO. 


229 to 237 ARCH STREET PHILADELPHIA ; 











Let Us Wsloowik Vou 
to DETROIT... 


Hotel Fort Shelby offers the dual advantage of a 
hushed, peaceful environment, and immediate. prox- 
imity to the financial, theatrical and shopping 
centers of downtown Detroit. With its new 22-story 
addition, equipped with the most modern comforts 
and appointments (including Servidors), 900 attrac- 
tive rooms are available to our guests. 


Whether your choice be one of the very many com- 
fortable rooms at $3 or $4 a day, or one of the richly 
furnished suites with an enchanting view of the city, 
river and Canadian shore, you will enjoy a special 
sense of value at this hotel. At your request (by 
letter or wire), we'll reserve tickets to theaters, 
concerts and sporting events. 




















FORT SHELBY 


Lafayette and First, DETROIT 








Mention AMERICAN ARTISAN in your reply—Thank you! 





a Se ane 


- 
Te aE 


<Faaeriw = ~: 


ae 





























78 


AMERICAN ARTISAN 


October 12, 1929 











BUYERS’ DIRECTORY 











Air Cleaners. 


Meyer & Bro. Co., F., Peoria, Iil. 
Sterling, Ill. 


Watt Mfg. Co., 


Air Conditioning Machines. 
Heating Systems Corp., 


Joliet, Ill. 
Watt Mfg. Co., Sterling, Ill. 


Asbestos Paper. 
Sail-Mountain Co., Chicago, Ill. 


Asbestos Liquid. 


B. & F. Mfg. Co., 
Des Moines, Iowa 


Benches—Steel. 
Maplewood Machinery Co. 
Chicago, 


Blast Gates 


Berger Bros. Co. 
Philadelphia, Pa. 


Il. 


Blowers—Furnace. 
Lakeside Co., Hermansville, Mich. 


Bolts—Stove. 


The Kirk-Latty Co. 
Cleveland, Ohie 
Lamson & Sessions Co., 
Cleveland, Ohio 
Ryerson & Son, Lg oh Jos 
Chgo., N. Y., . Det. Cleve. 


= aon ag ag 


Dreis & Krump Mfg. 
Chicago, Ill. 
Ryerson & aa om “1. Jos. 
Chge., N. Y., St. L Set. Cleve. 


Brakes—Cornice. 


Dreis & Krump Mfg. Co. 
Chicago, Tih. 


Brase and Copper. 


American Brass Co., 
Waterbury, Conn. 


ae 
Qsborn Co., The J. M. & L. 
Cleveland, “Shio 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohie 


Ceflings—Metal. 
Eller Manufacturing Co., 
Canton, Ohio 
Milwaukee Corrugating Co., 


Mil., Ch’go, La Crosse, Kan. City 
Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 
Chimney Tops. 
Standard Ventilator Co., 
Lewisburg, Pa. 
Cleaners—Vacuum. 


Brillion Furnace Co., Brillion, Wis. 
National Super Service Co., 
Toledo, Ohie 
Williamson Heater Co., 
Cincinnati, Ohio 


Copper. 
American Brass Co., 
Waterbury, Conn, 
Rockford Sheet Steel Co. 
Rockford, Ill. 


Cernices. 


Eller Manufacturing Co., 
Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Cut-offs—Rain Water. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
MiL, Ch’go, La Crosse, Kan. City 


Dampers—Quadrantse—Accessories. 
Eller Mfg. Co., Canton, Ohio 
Howes Co., S. M., Boston, Mass. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Parker-Kalon Corp., 
New York; N. Y. 


Damper Regulators. 
g. M. Sheer Co. Quincy, Ill. 


Dies—Punch & Press. 


La Salle Machine Works, 
Chicago, IIl. 


Diffuser—Air Duct. 
Aeolus-Dickinson Co., Chicago, I. 


Doors—Metal. 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Drills—Electric. 


Ryerson 4 Son, ge a ke 
Chgo., N. Y., St. Jato Cleve. 


Drive Screws—Hardened Metallic. 


Parker-Kalon Corp. 
200 Varick’ St., New York 


Eaves Trough. 
Barnes Metal Products Co., 


Chicago, Il. 

Berger Bros. Co., 
Philadelphia, Pa. 
Eller Mfg. Co., Cuaten, Ohio 


Lupton’s Sons Co., vid, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch'go, La Crosse, Kan. City 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 
Rockford Sheet Steel Co., 
Rockford, Il. 


Elbows and Shoes—Conductor, 
Barnes Metal Products Co., 
Chicago, Iil. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Eller Mfg. Co. 


aa Ohio 
Lupton’s “neub Co., vid, 
Sntledulphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Rockford Sheet Steel Co., 
Rockford, Ill. 


Fittings—Conductor. 
Barnes Metal Products Co., 


Chicago, Ill. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 


Mil., Ch’go, La Crosse, Kan. City 


Flue Thimbles. 


Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Furnace C t—Asbest 

Connors Paint Mfg. Co.. Wm., 
Troy, N. Y. 

Eller Mfg. Co., Canton, Ohio 


Milwaukee Corrugating Co., 
il., Ch’go, La Crosse, Kan. City 





Furnace Cement—Liquid. 


Technical Products Co., 
Pittsburgh, Pa. 


Furnace Cleaners—Hand. 


J. L. Skuttle Mfg. Co., 
Dowagiac, Mich, 


Furnace Controls. 

The Mercoid Corp., Chicago, Ill, 
Furnace Cl s—Suction 
Brillion Furnace Co., Brillion, Wis. 

National Super Service Co., 
Toledo, Ohio 
Williamson Heater Co., 
Cincinnati, Ohio 





Furnace Fans. 
A-C Mfg. Co., Pontiac, IIl. 
Brundage Co., The, 
Kalamazoo, Mich. 
Heating Systems Corp., 
Joliet, Ill. 
Lakeside’ Co., Hermansville, Mich. 
A. H. Robinson Co., 
Massillon, Ohio 
Warm Air Furnace Fan Co., 
Watt Mfg. Co., Sterling, Ill. 
The, Cleveland, Ohie 
Williamson Heater Co. 
Cincinnati, Ohio 


Furnace Regulators. 
H. M. Sheer Co., Quincy, Ill. 


Rings. 
Eller Mfg. Co. Canton, Ohio 
Forest City- Walworth Run 
Foundries Co., Cleveland, Ohio 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Furnace Switch—Automatic. 
The Mercoid Corp., Chicago, Ill. 


Furnaces—Warm Air. 
Agricola Furnace Co., 
Gadsden, Ala. 
American Furnace Co., 
St. Louis, Mo. 


Brillion Furnace Co., Brillion, Wis. 
Emrich Co., C., Columbus, Obio 
Farris Furnace acs 

Springfield, Ill. 


Forest City-walworth Run Fdy., 
Cleveland, Ohio 
Fox Furnace Co., Elyria, Ohio 
Heating Systems Corp., 
Joliet, Ill. 
Henry Furnace & Fdy. Co. 
Cleveland, Ohio 
Hess Warming & Ventilating 
Co., Chicago, Ill. 
Homer Furnace Co., 
Coldwater, Mich. 
Langenberg Mfg. 


0., 
St. Louis, Me. 
Lennox Furna 


Marshalltown, la; “Syracuse, N. ¥. 
Marshall Furnace Co eo 
Marshall, Mich. 
Majestic Co., Huntington, Ind. 
May Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., The, Peoria, Ill. 
Midland Furance Co., 
Columbus, Ohio 
Mt. Vernon Furnace & Mfg. 
Mt. Vernon, in. 
Mueller Furnace ce L. J., 
ilwaukee, Wis. 
Heater 
Dowagiac, Mich. 
Richardson & se oy uy 
ew Yor @ 
Robinson Co., A. H., 
Massillon, Ohie 
Standard Fdy. 


& Furnace Co. 
Success Heater Mfg. 


Premier Warm Air 


De Kalb, Ill. 
Co., 


Des Moines, Ta. 
xXth oer Heating & Venti- 


lating Akron, Ohio 
Waterman- Waterbury Co., 
nnea eapolis, Minn. 


Western Steel Produets 
Daluth. "Minn. 


Williamson Heater Co., 
Cincinnati, Ohie 
Wise Furnace Co., Akron, Ohio 


“tat 


Glase—' 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Grilles. 
Auer Register Co., Cleveland, Ohle 
Harrington & King yt ne 


ep icago, 
Hart & Cooley Co., 
New Britain, Conn. 
PaGspentont Register & Mfg. 
Cleveland, Ohio 
Tuttie & Bailey Mfg. 
Chicago, Ill. 


Grilles—Steve Front. 
Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 


Guards—Machine and Belt. 
Harrington & King Perforating 
Co., Chicago, Ill. 


Handles—Boller 
Berger Bros. Co., Philadelphia, Pa. 


Handles—Solde: Iron. 
Hyro Mfg. Co., New York, N. Y. 


Hangers—Eaves Trough. 
Berger Bros, Co., 
Philadelphia, Pa. 


Eller Mfg. Co., Canton, Ohio 
Lupton’s Sons Co.. David, 
Philadeiphia, Pa. 
Milwaukee Corrugating 
Mil., Ch’go, La Crosse, Kan. City 


Heat Regulation Systems. 
H. M. Sheer Co., Quincy, Iil. 


Heaters—Cabinet 
Fox Furnace Co., Elyria, Ohio 
Waterman-Waterbury Co., 
Minneapolis, Minn, 


Heaters—Combination Hot Water. 

Alamo Heater Co., Chicago, IIL 

Standard -Fdy. & Furnace Co., 
De Kalb, iil. 


Heaters—Domestic Hot Water. 
Alamo Heater Co., Chicago. IIL. 
Standard Fdy. & Furnace Co., 

De Kalb, Ill. 


Heaters—School Reom. 
Meyer Furnace Co., The, 
Peoria, Ill. 


Waterman-Waterbury Co., 
Minneapelis, Minn 


Hotels. 
Fort Shelby Hotel, 
Detroit, Mich. 


Humidifiers. 
Automatic Humidifier Co., 
Cedar Falls, Iowa 
Meyer & Bro. Co.. F., Peoria, Il. 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
Perfect Humidifier - ee 
. Louis, Me. 


J. L. Skuttle Mfg. oe 
Dowagiac, Mich. 
Watt Mfg. Co., 


Sterling, Ill. 
ot reans Metal, 
Eller Mfg. Co. Canton, Ohie 

a Corrugat ing Co., 
1, Ch’go, La Crosse, Kan. City 


Machines—Crimping. 
Bertsch & Co., 

Cambridge City, Ind. 
Machinery—Culvert. 
Bertsch & Co. 

Cambridge City, Ind. 


Machines—Tinsmith’s. 
Bertsch & Co., 


Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, th 
Interstate Machinery Co., 
Chicago, Il 
La Salle Machine Works, 
icago, Ii 
Maplewood Machinery Co., 
Chicago, Il. 
Marshalitown Mfg. Co. 
Marshalitown, Towa 
Osborn Co., The J. M. & L. A. 
Cleveland, Onioc 
Ryerson & Son, me Jos. Siggy 
Chgo Kop SEs Tee » Cleve. 
Hyro og Co., New York, N. Y. 


Metalse—Perforated. 
Magetngies & King ye 
0., 


Miters. 


Eller Mfg. Co., 
Milwaukee Corru 
Mil., Ch’go, La 


ore Ohie 
ting Ce 
6, Kan. City 


Miters—Eaves Trough. 
Barnes Metal wreseene. Co., 


hicago, Ill. 
Berger Bros. Co., 

Philadelphia, Pa. 
Eller Mfg. Co., Canton, Ohie 

Lupton’s Sens Co., David, 
Philadelphia, Pa. 

Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Nails—Hardened Masonry. 
Parker-Kalon Corp., 
New York, N. Y. 
‘Lead Head. 


Nails— 
Deniston Co., Not Inc., 
Chicago, Ill. 


Ol Barners. 
McIlvaine Burner Corp., 


Evanston, Iii. 
E. L. Miller Mfg. Co. 
Kansas City, Mo. 


Ornamen Metal. 
Eller Mfg. Co., Canton, Ohte 
Gerock Bros. Mfg. Ce., 

St. Louis, Me. 
Miller & Doing, Tee, 
rook! ockiye. N. Y. 


“peouee Corru i. 
, Ch’go, La Crosse, Kan. City 


3 Paint. 
Connors Paint Mfg. Co., Wm., 
Troy, N. ¥. 


Patterne—Furnace and Stove. 
Cleveland Castings Pattern Co 
incy Pattern Co. eveland, Obie 
edder Pattern Works, ; 
Troy, N. Y. 
(Continued on page 80) 
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BOLTS 


POL TI i ERODUOTS TNOLUD- 
TiN® OF BOL! cr eGn hols, 
BOLTS, LAG BOLTS, pi 


BO SMALL. RIVETS 
PINS. CATALOG ON REQUEST. 


THE LAMSON & SESSIONS CO. 
THE KIRK-LATTY CO. 
1971 W. 85th St. Cleveland, O. 














TREADLE SHEAR 


This TREADLE GAP SHEAR is 
made in all standard sizes for No. 
14 and lighter gauge sheets. With 
it, sheets can be squared, trimmed 
or slit. 

We make a complete line of 
shears, punches and bending rolls, 
all sizes for hand or belt drive. 
Write for Catalog “S.” 














RYERSON SHEETS 


tose Wha ae tha a beads ai’ hee aad eae to There is a 
special sheet for every purpose. Op, et, De See Deere ce ae Sa 
Werking Machinery. Write for Journal and Stock List. 


JosePn T. RYERSON & SON tne. 


Ghicage Mwankee Jersey Clty Beston Detrolt St.Louis Cinelansti Cleveland Sufale 














i) IH FEI Galvanized 
and Black ~ 

STEEL  A.conda 

SERVICE 


Copper ~ 
dsenann- 24 HOUR SERVICE —--nseatt 


Toncan 
ROCKFORD 


Iron~ 
SHEET STEEL CO. - ROCKFORD, ILL. 








The NEW IMPROVED “ST ANDA 99 


#A~__TRADE MARK )A 











Rotable Veulduter 
Now made of Armco Iron 
This favorite cone-shaped ventila- 


#4) tor is now improved in several im- 
ht TRADE MARW REG,) |.) 


AVA TS sneha ie) 
Ne, 7013857 


/ portant points. 

The weight of the ventilator body 
is now carried on a concave thrust 
bearing nested in the apex of the 
conical body. This bearing turns 
upon the pivot point of the station- 


ary center spindle. 
bronze Guide Bushings are now made 
of non-corrosive bronze which minimizes fric- 
tion and any tendency to screech when body 
is rotati 
There are other new features. Write toda - = new catalog and price iist. 


STANDARD VENTILATOR CO., Lewisburg, Pa. 














SERVICE 


American Artisan receives thou- 
sands of queries yearly. If there is 
anything used in your business 
which you can’t find advertised or 
listed in the Buyers’ Directory of 
American Artisan, write to our 
Notes and Queries Department. 
Give all the details you can and we 
will tell you where to obtain the 
materials or services you want. 


AMERICAN ARTISAN 








The “Torrid” Furnace 
is designed to give a 
tremendous amount of 
heat, much more than 
that furnished by the 
ordinary tinner’s fur- 
nace. 


A fuel saver and gen- 
erating machine of the | 
finest quality made at 
the price. 


GEO. W. DIENER MFG. CO. 
404 N. Monticello Ave. CHICAGO 




















» © OIL BURNER 


Listed by Nc gy sles 
Adaptable to warm- Tnaces use 
the — AINE on of Ro. ge 

e insures no ng or bur 
s Kae but produces even, pa 
ea 





Not an Intermittent Burner 
ALBERS: Write for information today. 
McILTAINE BURNER CORP., Dept. A, 747 Custer Ave., Evanston, Ill. 




















Send for catalog today 








VIKING SHEAR 


Compound LEVER Handle—Removable Blades 


VIKING SHEAR CO., Erie, Pa. 


A child can work them 
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(Continued from page 78) 


Perforated Metals. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Pipe and - Fittings—Furnace. 
Chicago Furnace Supply Co., 


Chicago, Ill. 
Biller Mfg. Co., agg Ohio 
Henry Furnace & Fay. 


Glevoland, Ohio 


Columbus, Ohio 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 
Mueller Furnace Co., L. 


Milwaukee, Wis. 
Osborn Co., The J. A., 
Aad ha Ohio 


Lamneck Co., 


Pipe and Fittings—Stove. 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 


Pipe—Conductor. 
Barnes Metal Products Co., 
Chicago, II. 
Berger Bros. Co., 
Philadelphia, Pa. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Eller Mfg. Co., 


aaeen, Ohio 
Uupton’s Sons Co., David 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
New Jersey Zinc Sales Co., . 


New York, = 
Presses, 
La Salle Machine Works. 
Chicago, Ill. 


Pipe Covering. 
Sall Mountain Co., Chicago, Ill. 


Punches. 

Bertsch & Co., 
Cambridge City, Ind. 

Interstate Machinery Co., 

Chicago, Il. 

La Salle Machine Works, " 
Chicago, Il. 

Ryerson & Son., une.» Jos. T 
Chgo, N. Y., St. » Det., 


Cleve. 
Punches—Combination Bench and 
Hand. 

Hyro Mfg. Co., New York, N. Y. 


Punches—Hand. 
Hyre Mfg. Co., New York, N. Y. 


Putty—Stove. 
Connors Paint Mfg. Co., Wm., 
Troy. N. Y. 


Radiator Cabinets. 
The Hart & Crater ite. Co., 
w tain, Conn. 
Tuttle & Bailey Mfg. Co., 
Chicago, Ili. 


Radiators—Shields. 
Beh & Co., Inc., New York, N. Y. 


Register Shields. 
Beh & Co., Inc., New York, N. Y. 


Registers—Warm Air. 
Auer Roper Co., Cleveland, Ohio 
Eller Mfg. Canton, Ohio 
Forest City- Walworth Run 
Foundries Co., Cleveland, Ohio 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fay. 
Cleveland, Ohio 
Independent aeoine & Mfg. Co. 
Cleveland, Ohio 
Ku-No Register Mfg. Rae 


Lo is, > 
Lamneck & Co., W. i, “3 _ 
Columbus, Ohio 
Meyer & Bro. Co.,’F., Peoria, Ii. 
Milwaukee Corrugating Co. 
Mil., Ch’go. La Crosse, Kan. City 
Mueller Furnace Co., L. J., 
Milwaukee, wi 
Rock Island Register Co., 4 
Rock Island, Il. 
Tuttle & Bailey Mfg. Co., 
Chicago, lil. 


Registers—Wood. 
American Wood Register Co., 
Plymouth, Ind. 
Auer Register Co., Cleveland, Ohio 
Eller Mfg. Co., Canton, Ohio 
a Corrugating Co., 
, Ch’go, La Crosse, Kan. City 


Regulators—Heat, 
H. M. Sheer Co., Chicago, Il. 


Ridging. 
Armco Distributors Ass’n of 
America. Middletown, Ohio 
Eller Mfg. Co., Canton, Ohio 

Lupton’s Ssons Co., David, 
Philadelphia, Pa. 

Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 


Rivets—Steve. 
The Kirk-Latty Co., 
F Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 
Ryerson & Son, p*, by T.. 
Ch’go, N. Y., St , Det., Cleve. 


Rods—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 


Rolls—Forming. 


Bertsch & Co., 
Cambridge City, Ind. 


Roofing Cement. 


Connors Paint Mfg. % Wm., 
Troy, N. Y. 


Roof—Fiashing. 
Eller Mfg. Co., Canton, Ohio 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Roofing—Iron and Steel. 
Armeo Distributors Ass’n of 
America, Middletown, Ohio 
Central Alloy Steel Corp., 
Massillon, Ohio 
Eller Mfg. Co., 


Canton, Ohio 

Inland Steel Co., Chicago, Ill. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La — Kan. City 


Osborn Co., The J. & L. A., 
Cleveland, Ohio 


Ryerson & Sons, Inc., J 


Chgo., N. Y., St. L.. Det., Cleve. 


Roofing—Tin. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Ch’go, ig | _— Kan. City 


Taylor Co., N. 
© Shiladeiphia, Pa. 


Roofing—Zinc. 
New Jersey Zinc Sales Co., The, 
New Yori, nm 3: 
Rubbish Burners. 
Hart & Cooley Co., 
New Britain, Conn. 


Gehosto=iiest Metal Pattern 
fg. 
St. Louis Technical Institute, 
St. Louis, Mo. 


Scheolse—Warm Air Heating. 


St. Louis Technical Institute, ~ 
St. Louis, Mo. 


Screws—Hardened Metallic Drive. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co. 
Mil., Ch’go. La Crosse, Kan. City 
Parker-Kalon Corp. 
200.Varick St., New York 


Screws—Hardened Self-Tapping, 
Sheet Metal. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
Parker-Kalon Corp. 
200 Varick’ St., New York 


Screens—Perforated Metal. 


Harrington & King a gd 
Co., Chicago, Ill. 


Shears—Hand and Power. 
Interstate Machinery Co., 
Chicago, Ill. 
Marshalltown Mfg. Co., 
Marshalltown. Iowa 


page BP Son, Bhe., Jos. T., 
Ch’g Y., St. L., Det., Cleve. 
Viking danas Co., Erie, Pa. 


Sheet Metal Nails. 


Deniston Co., Not Inc., 
Chicago, Il. 


Sheet Metal Sgvenp—Masdened, 
Self-Tapping. 
Parker-Kalon ‘ann 
200 Varitek’ 'st., New York 


Sheetse—Black and Galvanized. 


Armco Distributors Ass’n of 
America, Middletown, Ohio 
Central Alloy Steel Corp., 
Massillon, Ohio 
Eller Mfg. Co., Canton, Ohio 
Inland Steel Co., Chicago, Ill. 


Milwaukee Corrugating Co., 
Mil., Ch’go, pug ag Kan. City 
Osborn Co., The J. & lL. A., 
Cleveland, Obio 


Rockford Sheet ones Co., 
“mong hag Ill. 
Ryerson ® Son, Inc., ae 
Ch’go, N. Y., St. L., Det., ‘Cleve. 
Taylor Co., N. & G., 
Philadelphia, Pa. 


Sheets—lIron. 

semen paamenes Ass'n of 

Middletown, Ohio 
Coeerat ‘Alloy Steel Corp., 

Massillon, Ohio 
Eller Mfg. Co.. Canton, Ohio 

Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 

Ryerson & Son, Inc., Jos. T., 
Chgo., N. Y., St. L., Det., Cleve. 


Sheete—Tin. 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Sheets—Zine., 


New Jersey Zinc Sales Co., The, 
New York, N. Y. 


“a 
Shingles and Tiles—Metal. 


Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 


Mil., Ch’go, La Crosse, Kan. City 
Sifters—Ash. 
Diener Mfg. Co., G. W., 
Chicago, Il. 
re Lights. 
Eller Mfg. Canton, Ohio 


Lupton’s oe ‘Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Snipes 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson J Son, Inc., Jos. 
go., N. Y., St. L., Det., Cleve. 


Solder. 
Eller Mfg. Co., Canton, Ohie 
Kester Solder Co., Chicago, Ill. 
Milwaukee Corrugating Co. 
Mil., Ch’go, La Crosse, Kan. City 


Soldering Furnaces. 
Burgess Soldering Furnace Co., 
Columbus, Ohio 
Diener Mfg. Co., G. W., 
na In, 
Ryerson & Son, ene. Jos. T., 
go., N. Y., L., ppet-. Cleve. 


es. 
Kester Solder Co., Chicago, Il. 


Specialties—Hardware. 


Diener Mfg. Co., G. W., 
Chicago, Il. 


Stars—Hard Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 
Gerock Bros. Mfg. Co., 
St. Louis, Mo. 
Miller & Doing, Inc., 
Brooklyn, N. Y. 


Stove Pipe Reducers. 
Filer Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Tinplate. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Fae 
Mil., Ch’go, La ay | Kan. City 
Osborn Co., The J. A., 
pF Ohio 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Toolse—Tinsmith’s, 
Bertsch & Co., 
Cambridge City, Ind. 
Dries & Krump Mfg. Co 


Chicago, Ill. 
yro Mfg. Co., New York, N. Y. 
Interstate Machinery Co, 
Chicago, Ml. 
Maplewood Machinery Co., 
hi ry Ill. 
Osborn Co., The J. at & lL. 
ve ica: Ante 


Rockford Sheet stest *Co. vi 
Rockford, IIil. 
Southington, Conn, 
Ryerson & Son, Inc., Jos. T., 
Chgo., N. Y., St. L., Det., Cleve. 
Viking ‘Shear Co., Erie, Pa. 


Torches. 


Burgess Soldering Furnace Ce., 
Snemtun, Ohio 
Diener Mfg. Co., G 
“Chicago, In. 


Ryerson & som Inc., Jos. 
Chgo., N. Y., St. c Det. Cleve. 


Trade Extension. 


Sheet Steel Trade Extension 
Committee, Cleveland, Ohie 


oe. s ee. 
aT 





Fanner Mfg. Co., Cleveland, Ohio 


Vacuum Cleaner—Furnace. 
Brillion Furnace Co., Brillion, Wis. 
National Super Service 

o Toledo, Ohio 


Williamson Heater C 
Cincinnatt, Ohio 


Ventilators. 
Aeolus Dickinson Co., Chicago, Il. 
Arex Company, Chicago, Il. 
Berger Bros. Co. Patledctoh 
elphia, Pa. 
Eller Mfg. Co., Canton, Ohfo 
Kernchen Co., Chicago, IIL 


Lupton’s Sons Co., David, 
Phidadelphia, Pa. 
Milwaukee Mag Ay 0., 
il., Ch’go, La Crosse, Kan. City 
Standard Ventilator Co., 
Lewisburg, Pa. 


Ventilators—Ceiling. 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fay. 
Cleveland, Ohio 


Windows—Steel. 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Wood Warm Air. 
Auer Register Co., Cleveland, Onto 
American Wood Register 

Plymouth, Ind. 
Eller Mfg. Co., Canton, Ohio 
i ty Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Zine. 


New Jersey Zinc Co., The, 
New York, N. Y. 
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MISCELLANEOUS 














Yearly subscribers to the 
AMERICAN ARTISAN may in- 
sert advertisements of not more 
than fifty words in our Want and 
Sales Columns WITHOUT 
CHARGE for three insertions. 


Such advertisements, however, 
must be limited to help or situa- 
tion wanted, tools or equipment 
for sale, to exchange or to buy, 
business for sale or location de- 
sired and must reach our office 
by Thursday of the week of pub- 
lication. This privilege is not ex- 
tended to manufacturers or job- 
bers—or those making a business 
of buying and selling used ma- 
chines—employment agencies and 
brokers. 


When sending advertisement 
state whether your name or blind 
number is to be used. 


BUSINESS CHANCES 


Lightning Rods—Dealers who are sell- 
ing Lightning Protection will make 
money by writing to us for our latest 
Factory to Dealer Prices. We employ no 
salesmen and save you all overhead 
charges. Our Pure Copper Cable and 
Fixtures are endorsed by the National 
Board of Fire Underwriters and hundreds 
of dealers. Write today for samples and 
prices. L. K. Diddie Company, Marsh- 
field, Wis. 








Situation Wanted—By thoroughly expe- 
rienced sheet metal worker in cornice, 
heating and general lines of work. First 
class shop man and pattern cutter. Neat 
and accurate as a mechanic. Health 
and habits okeh. Can take charge if 
required. Address with full particulars, 
Y-508, AMERICAN ARTISAN, 139 North 
Clark Street, Chicago, Illinois. 





Wanted — Permanent position by a 
skilled sheet metal worker, layout man 
and pattern cutter; capable as superin-— 
tendent, foreman, mechanic or experi- 
mental man. In answering state salary 
and conditions. Address P-508, AMER- 
ICAN ARTISAN, 139 N. Clark Street, Chi- 
cago, Illinois. 


Wanted—Position as _ steel Furnace 
salesman. Acquainted with trade in 
western Pennsylvania and northern West 
Virginia. Can show a successful sales 
record. Address X-508, AMERICAN AR- 
TISAN, 139 N. Clark Street, Chicago, 
Tllinois. 

Situation Wanted—By Union Tinner. 
On present job 3 years. Address Freder- 
ick Lister, 461 So. East Street, Jackson- 
ville, Ill. W-508 


HELP WANTED 




















Wanted—First class sheet metal work- 
er at once. Will pay $7.00 per day 8 
hour day. Guarantee steady work for 
two or three months. May have work 
all winter. Address J. H. Barnett’s Sheet 
Metal Works, Dodge City, Kansas. Z-508 


MISCELLANEOUS 














Wanted to Buy—Used correspondence 
course, sheet metal, warm air heating or 
Business Management. Address F509 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, Illinois. 





Have a few Rudy furnaces left. Will 
sell to anyone at a good saving in local 
lots. Two 21-42 B at $76.40; four 23-46 B 
at $90.70; three 27-50 B at $113.00; one 
154 D at $139.80. Send your check with 
order. Ott Hardware Co., Baraboo, Wis-— 
consin., t-408 








TINNERS’ TOOLS 





For Sale—Two 30” P. 
shears, 1%”"x30” and 2”x30” rolls, one 30” 
bar folder, stakes, turning. and burring 
machines, crimper, beader, 36” grover, 
ete. Correspondence solicited on all or 
part of these. Address F. M. Eldred, 
Box 1712, Vernon, Texas. M-508 





STOP - 


at 601 W. Monroe Street 


LOOK ------- 


at the new full lines of PEXTO 
tools and machines 


LISTEN 


to an explanation of their many 
advantages and exclusive features 


a GD <« 


COMPLETE LINE IN STOCK 
—QUICK SHIPMENT 
This Week’s Special 


} 1-67 18Ga. Chicago Steel Brake - $90.00 2 
Interstate Machinery Co. 








Ss. & W. square 








NOW READY 


The NEW METAL WORKER PATTERN BOOK 


A Complete and Systematic Course of Instruction in Pattern Cutting as Applied to All Branches 
of Sheet Metal Work 

By Geo. W. Kittredge and Associates 

NEW REVISED EDITION Including Some New Problems by FRANK X. MORIO 

Price, $6 Postpaid 


Indispensable as a Work of Reference for the Foreman and Mechahic 


9 x 11 Inches 


528 Pages 895 Lllustrations 
Substantially Bound in Cloth 


NEW REVISED EDITION 









HIS work is the standard reference 

on all phases of pattern drafting 
and is recognized as the most practi- 
cal and thorough text book on modern 
methods of developing and cutting pat- 
terns for sheet metal work. It covers 
the principles underlying practically every 
problem that is likely to come up in daily 


been published. 





understanding of the work performed in the last chapter 
the practical problems which constitute the bulk of the 
book. No better text book for home study has ever 


The secret of success in sheet metal pattern cutting is in 
knowing how to apply the principles of geometry to your 
problems. Upon these underlying principles this book is 
written and ever since its publication it has been consid- 





practice. Beginning with the selection and 
use of drawing tools, the author explains 
linear and geometrical drawing so clearly. 
that one who has had no previous knowl- 
edge of arithmetic or drawing may under- 


LIST OF 
SECTI 


are also given in the course of the work. 


ually become more advanced until the 
theory of triangulation is fully treated 
with many practical examples. 


This volume does not presume upon any 
previous technical knowledge on the part 
of the beginner but aims to place before 
him all that is necessary to a thorough 


ing Work). 





CHAPTER AND 


ON HEADINGS 


1. Terms and Definitions. Al- 
pegbetions i ~ fd adrene! .. 
: rawing Tools an aterials, 

stand these essentials and apply them. The | ?' ee Sake oe 
most approved methods of pattern cutting | metrical Problems. Construc- 
The Bilipse The Voluce 6. 
o se, e Volute. ; 
As the book progresses the problems grad- Principles of Pattern Cutting. 
Parallel Forms. Regular tap- 
ering Forms. Irregular forms. 
6. Pattern Problems. Parallel 
Forms (Miter Cutting).” Reg- 
ular Tapering Forms (Flar-' 


Irregular Forms 


(Triangulation). Mixed or 
Combination Forms. Auto- 
mobile Patterns. Index. 











ered the standard authority on sheet metal 
pattern cutting and many affectionately term 
it “The Bible of the Trade.” 

ie 


This new edition has been carefully re- 
vised in order to keep it up to date and.# 
abreast of modern times and it will proveg' 
an infallible guide to everyone interested ,# 
in sheet metal pattern drafting. Be-¢ 
sides being a systematic treatise ong 
pattern gutting it is alse valuable g? 
as a reference book o attern 
problems to be drawn hem o AMERICAN 
at convenience, Py ARTISAN 
A glance at the list ofg? 
pee ned ans section oo 139 No. Clark St. 

eadings will give a,@ icag 
clear — of the oo Chi , Hil. 
scope an ar- 
rangement of,¢% Enclosed find check (or 
the book. .¢* money order) for $6.00. Send 

ome THE NEW METAL PAT- 
* TERN BOOK. 











A Monumental Work—No Shop Is Complete Without It Pol 
Cd 
AMERICAN ARTISAN as i a ee de suteaedeavan ets 
139 North Clark Street Chicago, Illinois ,#° [own..............000505 a has Ma deal wn 
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82 
SPECIAL NOTICES 


AMERICAN ARTISAN 
SPECIAL NOTICE 





October 12, 1929 


BOOKS 





The Rate for Special Notices 
os ed want ads — 
$3.00 per inch per insertion 
When sending copy state whether 
your name or d number is to be 
used—also how many insertions are 

desired. 


ATENTS 


HUBERT E. PECK 
Patent Attorney 


Barrister Bldg.. WASHINGTON, D. C. 








SITUATION WANTED 


Because of a change in sales policies of the 
firm I now represent, I will be open Novem- 
ber 6th for a position with some reliable 
firm, requiring a young man (30 years of 
age) with a practical experience in warm air 
heating and ventilating sales. Have a wide 
acquaintance with dealer trade in northern 
and eastern Wisconsin and Upper Michigan, 
and can give A-1 references from present 
employer, or from dealer trade. Address 
B509, American Artisan, 139 N. Clark St., 
Chicago, Ill. 





FURNACE SALESMAN 


with excellent, up-to-date engineering and 
sales experience, highly familiar with best. 
trade in New York and Pennsylvania, will 
consider other territory. Wish to connect 
with prominent manufacturer. Available on 
short notice. Address Karl Kokborg, 738 
Glenwood Ave., Buffalo, N. Y. C509 





WANTED 


High grade sales representative. One 
with .executive experience preferred 
Must have proven record of sales 
ability. Age between 28 and 40. Com- 
munications held strictly confidential 
if desired Address Lennox Furnace 
Company, Marshalltown, Iowa. D509 





SALESMEN WANTED 


by large chain store organization, to take 
charge of plumbing, heating and hardware 
departments. Prefer men who have had 
experience in operating country hardware 
stores. Applicant must know how to lay out 
and figure plumbing, heating and furnace 
jobs; also, must be able to handle details 
connected with operation of hardware de- 
partment. 


Permanent position and ad- 


vancement, Give complete details in let- 
ter. All replies will be answered. Address 
E509, American Artisan, 139 N. Clark &t., 
Chicago, III. 


OPPORTUNITY 
BRANCH MANAGER 


One of the country’s largest 
and longest established manu- 
facturers of warm air furnaces 
and heating equipment desires 
the services of wide-awake men 
to take charge of direct factory 
branches in various cities. The 
proposition will be a substantial 
salary, and profit-sharing ar- 
rangement in addition. The mer- 
chandise is well and favorably 
known to the public. 


Unusual cooperation will be 
given, intending that the man 
dominate the heating business in 
the town in which they locate 
him. The man chosen must be 
that rare combination—executive 
salesman, and collector. He will 
be given full charge of the en- 
tire branch. He will be able to 
present a very complete service 
to the home owner or home 
builder, for a complete heating 
plant direct from the factory. 


This is an exceptional oppor- 
tunity for a reliable and ener- 
getic man. Heating experience 
is not absolutely necessary, al- 
though applicants with warm air 
heating experience or knowl- 
edge will naturally be given 
preference, other things being 
equal. This would also warrant 
attention from one now engaged 
in the heating business with lim- 
ited capital or an unsatisfactory 
line, who feels he could do big- 
ger things with the proper back- 
ing. Probably you know such 
a man. If so, refer him to this 
advertisement also. 


No attention will be given 
your reply unless you set forth 
clearly, the following informa- 
tion: 1, age; 2, married; 3, have 
you car or truck, if so what 
kind; 4, a definite record of 
what you have been doing for 
the past ten years, together 
with earning power; 5, what you 
are doing now; 6, why you wish 
to change; 7, when you can 
leave; 8, what your living ex- 
penses are at present; 9, what 
salary you would wish to start 
with; 10, in what town you pre- 
fer to operate; 11, tell us in your 
own language what you think 
you can do with the proper line 
and proper working capital. 

All replies will be strictly 
confidential. 

Address, L. L. S., 337 West 
Fifth Street, Cincinnati, Ohio. 








BOOKS 

















NOTICE 


To those answering Special 
Notice and Want Advertisements 


ONLY FIRST CLASS MAIL 
CAN BE FORWARDED 

















Exhaust and Blow Piping, by Hayes— 
Exhaust and Blow Piping has had an 
‘unusually big demand. A fresh supply is 
now off the press and is in our hands for 
immediate delivery. It has an invaluable 
treatise on the planning, cost, estimation 
and installation of fan viping in all its 
branches giving all necessary guidance 
in fan work blower and separator con- 
struction. 159 pages, 5x8. 1 
Cloth. $2.00. Order m Book bLiepvt.. 
AMERICAN ARTISAN, 189 North Clark 
Street, Chicago, Illinois. 





The Standard Code Computing Rule, 
which is adapted from Article III of the 
5th Edition of the Standard Code, is 
being used by warm air heating men all 
over the country. Here is what the Com- 
puting Rule will determine: (1) The warm 
air pipe and register areas for first, sec- 
ond and third floor rooms. (2) The areas 
necessary for 70° inside temperature when 
the outside temperatures are zero, 10, 20 
and 30 degrees above or below zero. (3) 
The areas from the contents, glass, wall, 
roof and ceiling. The factors as covered 
in Table “A” are represented in accurate 
form. (4) The areas for rooms having 
one, one and one-half and two air changes 
per hour. (5) The unusual exposure re- 
quirements as the 10% for east and west 
and 15% for northeast, north and north- 
west rooms. Rule is circular, measuring 
5% inches in diameter and % inch thick, 
being made of specially prepared cellu- 
loid. Washable and unbreakable. 

Price, $3.00, postpaid, from Book Dept., 
AMERICAN ARTISAN, 189 N. Clark 8t., 
Chicago, TI. 


Manual of Automotive Radiator Con- 
struction and Repair, by F. L. Curfman 
and T. H. Leet—Anyone interested in 
Radiator Repairing will find the 185 pages 
of practical instructions and the 120 illus- 
trations showing actual construction and 
repairing a big help. In a condensed 
manner some four to five thousand an- 
swers to questions are given. It is thor- 
oughly practical as both authors are men 
of wide experience in this work. Printed 
in large, easy to read type. Measures 
6%x98 inches. Price $2.50. Order from 
book Dept., AMERICAN ARTISAN, 139 
North Clark Street, Chicago, Illinois. 


The Revised Edition of the New Metal 
Worker Pattern Book by Kittredge and 
Associates is one book that should be in 
every shop. As a reference book alone it 
is indispensible. Over 500 9x1ll-inch pages 
with 895 illustrations. It covers the prin- 

.giples underlying practically every prob- 
lem that is likely to come up in daily 
practice. Beginning with the selection 
and use of drawing tools, the author ex- 
plains linear and geometrical drawing so 
clearly that one who has had no previous 
knowledge of arithmetic or drawing may 
understand these essentials and apply 
them. The most approved methods of 
pattern cutting are also given in the 
course of the work. Price, $6.00, postpaid. 
Order from the Book Dept., AMERICAN 
ARTISAN, 139 N. Clark St.. Chicago. IIl. 


Siphonage 
Ventilator 


The° 











Power 
Fans 
Only Rival! 


200,000 Perfect 
Installations ! 


Write for prices today 


AREX COMPANY *“ciicaco™ 








Say you saw it in AMERICAN ARTISAN—Thank you! 





October 12, 1929 








AMERICAN ARTISAN 


Unskilled workmen 
can make secure 
fastenings to { 


Screws 


NYBODY who can turn a wood screw into wood, can 

make secure sheet metal assemblies with Hardened 
Self-Tapping Sheet Metal Screws. The operation is no 
more difficult. The same tool is required—just a screw 
driver. 


No tapping necessary ...no tapping plates required ...no 
nuts to run on...no washers needed! Self-Tapping 
Screws form their own thread in the sheet metal as they are 
turned in—and stay put, even under vibration and severe 
service conditions. 


Fastenings are made with these unique Screws in a fraction 
of the time—with considerably less effort—than is required 
by other methods. The job is done so quickly and easily 
that more than 40,000 sheet metal shops are speeding pro- 
duction and cutting costs through the use of Self-Tapping 
Screws on sheet metal assemblies of every description. 


Prove the time-and-money-saving advantages of Self- 
Tapping Screws. Give us a brief description of your 
assemblies—we’ll send suitable samples for trial, free. 


PARKER-KALON CORP., 190 Varick Street, NEW YORK, N. Y. 


Distributed in Canada by Aikenhead Hardware, Latd., 19-21 Temperance St., Toronto 


PARKER-KALON 


HARDENED SELF-TAPPING 


Sheet Metal Screws 


PATENTED 
APR. 1, 1919 -No.1299232 — MAR.28,1922—No.1411184 
AUG. 14,1923=-No.1465148 — FEB. 10, 1925-No.1526182 
OTHERS PENDING 








and Self-tapping 
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M ILCOR Copper American Tile :r addition 
to its unequaled beauty and permanence, 
has a very practical side. It is light, unbreak- 
able and easy to lay. The unique side lock fea- 
ture... known as the Milcor Tite-Lock ... 
makes an absolutely leak-proof roof. No special 
tools are needed... no special equipment of 
any kind... and under ordinary conditions 


it can be laid faster than wooden shingles. 


Milcor Copper American Tile... and of 
course its running mate, M:lcor Copper Span- 


ish Tile . .. are in every sense of the word, 





the finest of all roofing materials . . . they are 
highly distinctive . . . unmatched in their 
handsome coloring ... leakproof, fire proof, 


and non-rusting or corrosive. 
— 


ON fe es ye 


as Pa 


na 
Rag 2 


You will enjoy laying a roof of Milcor Copper 
American Tile. You will be proud of the 
job you have done . . . and you will find it 


profitable. Use Milcor Copper American Tile 


& 


whenever possible. Write to the nearest branch 


or sales office for details. 


MILWAUKEE CORRUGATING Co. 





1417 Burnham St. Milwaukee, Wisconsin a ; 
\ 

ANACONDA 3 

from mine to consumer a 

Milcor Metal American Tile is, in addition to pure iy, 


Pure Copper 
Anaconda Copper, furnished in Copper Alloy Roof Terne or Armco Ingot 





“34 
» 


7 vhe OSA SR hs ee el aE Sa es 


Iron painted red or green. However, any color scheme desired can be easily 
achieved. Also double coated galvanized (hand dipped after formed). All 
Milcor Metal Tile has the famous Milcor “Tite-Lock” edge, 


AMERICAN 
COPPER TILE 


which seals the roof against leakage. ingot tron 





Eastern Plants THE ELLER MANUFACTURING CO., Canton, Ohio 
fices: Boston, M » Detroit, Mich., Atlanta, Ga., Little Rock, Ark., Minneapolis, Minn. 
Branches: Chicago, Ill., Kansas City, Mo., La Crosse, Wis. 4 





